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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St, Louis, Mo. 











A Progressive SURETY and CASUALTY Company 
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CONTRACT DIRECT WITH THE 1 
i An old organization with a new plan now wants an 
agent in every city over 10,000 population. Offers word 
= for the first time an exclusive agency in the following 
|| cities: Sw 7 ] ] Ww 
IMinsis Wisconsin Missouri Michigan Pennsylvania a O e r S 
Aurora Milwaukee St. Joseph Bay City Altoona 
Cicero cine St. Louis Flint: F Chester 1 
oe. Superior ‘ielteaded Grand Rapids Fre sburg U They have an important place in the circus. — Their 
Joliet Omaha Kalamazoo Philadelphia A counterparts are the spectacular salesmen who ‘‘put it 
Rockford Kansas Lansing eading i; over’? by methods all their own. They do not need help. 
Wichita New Hampshire Saginaw Wilkes Barre : ss s 
Indiana Topeka Concord York But the average conscientious life insurance salesman 
— > a sarge can use to advantage all the direct aid his Home Office 
Indianapolis can give him. 
Gonth Bend ‘ hy is the ery upon hot sss the iene See 
; ree ; : ife Insurance Company works to give its field men a 
The Inter-State is the only organization insuring the support possible. Since Lincoln Life officers have 
only business and professional men for loss from ac- carried rate books themselves they have the advantage 
cident or sickness. of knowing agency problems and placing all the Home 
Office resources and energies on the job behind their 
Premium Rates—The Lowest | — : 
- “ ° The result has been a whole=-hearted co-operation that 
Policy Forms—None Superior 8 makes it pay to 
E ‘ , 
iS Write the Home Office for particulars 








INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character’ 


Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $225,000,000 in Force 
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WANTED 


High grade men can secure profitable contracts as 
district agents in the following important business 
centers: 


Chicago Grand Rapids Indianapolis Ft. Wayne 
St. Louis:Kansas City Springfield, Mo. Louisville 
Topeka 4 Salina \Leavenworth Lincoln, Nebr. 


We want men who can meet the following require- 
ments: 
A.—Men of good reputation, honest, and willing 
to WORK. 
B.—Men of SUCCESSFUL life insurance experi- 
ence. 
C.—Men who are good PERSONAL producers. 
D.—Men who know how to ORGANIZE and 
MANAGE an agency. 


To men who can meet these requirements, an unusual- 
ly attractive contract will be given and backed up by 
prompt and efficient home office service. 


Our policies have a ‘‘Selling Propeller’? which fixes 
the applicant’s eye on the dotted line. 


Write us for further information. 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 














PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 


CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 














INFORMING WORKS OF VALUE. 
TO AGENTS AND PROSPECTS | 


By WILLIAM T. NASH 
(Originator of Monthly Income Insurance) 


Much valuable advice “ instructive matter for agents, including the 
veteran and the beginner, can be found in the publications issued by The 
Spectator Company of which William T. Nash is the author, 


Exclusively for the Information of Agents 
MULTIPLYING YOUR INCOME, price $1.50. 


This is one of the best books ever put out for the instruction of 
agents. Jivery beginner should master it and even the veteran will find 
uew inspiration. In flexible binding. 

THE MONTHLY INCOME POLICY, price 50c. 

As the originator of monthly income insurance, Mr. Nash is especially 
well qualified to instruct the field workers on this subject. Large num. 
hers of policies have been placed through the hints contained in this 
book. Bound in cloth. 

A GREAT FUTURE, price 25c. 

A pamphlet showing forcibly the unlimited opportunities for advance. 

ment of the solicitor in the selling of life insurance. 
METHODS THAT WIN SUCCESS, price 15c. 

Three short stories bearing on methods adopted by successful agents 
are brought together under the above title. ‘The names of these stories 
are “ISggs and Life Insurance,’ “Blue Chips” and “~The Man Next 
Door.” Each story carries a lesson. 

THE STORY OF ED. REDLICH, price 15c. 

A true story of the opportunities in Life Insurance for the average 

nan, told in simple but forceful style. 


For the Prospect and Policyholder 


All the leaflets and pamphlets listed below, also written by Mr. Nash, 
have proved great business producers. I ach one has a special punch ry 
leading to he signature on the dotted line. 


FOUR LEAFLETS ON MONTHLY INCOME INSURANCE 
ONE WOMAN’S EXPERIENCE WITH A MONTHLY INCOME 18 
SAVING WHAT YOU LEAVE .10 
A LOT OF MONEV............ 18 
INSURING YOUR INSURANCE 15 


LEAFLETS ON LAPSATION 
AT THE END OF THE ROAD.......... 10 
WHY WE DON’T LIVE FOREVER 10 
LEAFLETS CONTAINING GENERAL ARGUMENTS URGING THE 
VALUE OF LIFE INSURANCE 


ONE FARMER’S EXPERIENCE WITH LIFE INSURANCE.......... 48 é 

ONE YOUNG MAN’S EXPERIENCE WITH LIFE INSURANCE 15 ~ 

ONE BUSINESS MAN’S EXPERIENCE WITH LIFE INSUR- 
ANCE . 

















~~ E DOCTOR'S E EXPERIENCE. ‘WITH ENDOWMENT INSUR- e j 
ONE SELF. -SUPPORTING WOMAN. ‘AND ‘HER LIFE INSUR- 1B : 
A . 
ONE SALARIED MAN’S EXPERIENCE WITH LIFE INSURANCE... 18 — 
THE WIFE’S INSURANCE............. 10 | 
NOT JUST NOW: A Warning to. bios Prospects... sss 4 
BORROWING FROM MARY. 

REAL REASONS FOR LIFE INSURANCE. 

SHOKT STORY SERIES FOR AGENTS—METHODS THAT 
WIN SUCCESS: Three stories with good pointers, “Eggs and 
Life Insurance,” “Blue Chips,” and “The Man Next Door.” 

THE COST OF DYING—Providing for the Inheritance Tax 

CIVING YOURSELF A CHANCE sack e oe reat aera 

OUT OF THE MOUTHS OF “BARES vs viscsncssiisenssstessetiecseatadacns - 

PARTNERS AND LIPE INSURANCE oss ci icescic cs ccscasicscseonene 

BIG BUSINESS AND LIFE INSURANCE 

HOW MUCH LIFE INSURANCE SHOULD A FARMER CARRY ?.. 


ACCIDENT INSURANCE LEAFLETS 
TEMPTING FATE: Showing the Accidents Likely to Befall 
Even Preferred Risks. (Illustrated) 
DEFYING FATE ........... .10 
SOMETHING IS ALWAYS HAPPENING 10 
Sample copies of each of the twenty-six leaflets under “For the Prospect and d 
Policyholder”’ vary at 20c, 15c, or 10c, amounting for the twenty-six leaflets to $3.60. 
F be price of the five booklets under the hez ad of “Exclusively for the Information 


Agents” is $2.55. Send us remittance for $5.75 and we will mail you sample copies 
(31) of the Nash publications. Send for circulars giving piices in quantities. 


THE SPECTATOR COMPANY 


Curcaco OFFIcE 135 WILLIAM STREET § 
INSURANCE EXCHANGE NEW YORK 




















at 185 William Street, New York, N. Y. Entered as second-class matter June 28, 
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Life Insurance Results in 1922 
Death of John R. Bland 

New President of Aetna Fire 
Resignation of T. B. Donaldson 
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RATE OF INCREASE IN INSURANCE IN FORCE 


Twenty-Year Record of Progress of the Forty-six Life Insurance Com- 
panies Having Over $100,000,000 of Insurance in Force 


HE amount of insurance written undoubtedly 
records the degree of aggressiveness of a 
life insurance company. .\ company that is 
virile and progressive will write a volume 
of business far in excess of other com- 
panies not so actuated by their manage- 
ment, though having the same number of 
agents and backed with equal resources. 

The sound growth of any life insurance company is, however, 
measured by the amount of insurance written, modified by the 
net retention thereof, as displayed in the record of its increase 
in insurance in force over a period of years. In this increase 
is indicated the extent of the insurance written and the con- 
servation of business involving a selection of hardy lives and 
predicating a lapse ratio well within the fair average established 
by current life insurance statistics. 

No company can grow that does not strive unceasingly after 
new business, nor can it advance unless it lends every effort to 
the prevention of lapses and surrenders of business already on 
its books. 

With a view of analyzing the actual progress of the largest 
American life insurance companies over a period of years, we 
have compiled the accompanying table showing the increase in 
insurance in force over a 20-year period, year by year, and styled 
“Rate of Increase in Insurance in Force of the 46 Life Insur- 
ance Companies Having Over $100,000,000 of Insurance in 
Force During the Twenty Years Ending December 31, 1921.” 

In studying this table, as it relates to the individual com- 
panies, various factors must be taken into consideration. It 
must be realized that companies of recent origin, in beginning 


business at or near the first year of the 20-year period covered, 
will necessarily show much larger ratios of increase than the 
older leading companies whose business was well developed at 
that time. .\gain, several of the larger and older companies 
that had expanded their business by entering European coun- 
tries were adversely affected in insurance in force by the 
chaotic condition of these countries, which forced them to elimi- 
nate this business from their books or revalue it on the low 
prevailing rates of exchange. Companies that in the past few 
years have undertaken the transaction of group insurance will 
be favorably affected in their ratio of increase, because this 
class of business, by its very nature, involves increases in insur- 
ance outstanding, not in proportion to the premium involved 
when considered in this respect with ordinary or industrial 
insurance, 

In order that a fair comparison may be made between the 
forty-six companies shown in the table and the 288 companies 
in the Table of Aggregates in the Compendium of Official Life 
Insurance Reports, it may be noted that these former companies 
had over $40,670,000,000 in force on December 31, 1921, or 
over 80 per cent of the total volume of all the companies in the 
United States, which was more than $46,900,000,000. Of 
further interest is the estimate that during the period of twenty 
years shown in this table the companies issued about $50,000,- 
000,000 of new insurance paid for, and that the total amount 
surrendered or lapsed was almost 30 per cent of the total amount 
paid. for, or approximately $15,000,000,000. While this waste 
is enormous and merits the consideration given it by the offi- 


their associations, it must be borne in mind that a considerable 
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REGULATING WORKMEN'S COMPEN- 
SATION INSURANCE 
ITHOUT making any definite or 
W concrete recommendations for leg- 
islation designed to modify the present 
elective methods of insuring under the 
New York State Workmen’s Compensa- 
tion Law, Governor Alfred E. Smith, in 
his annual message to the legislature, 
made reference to some abuses that ap- 
parently exist. There is a note of warn- 
ing to all insurance carriers contained in 
Governor Smith’s remarks to mend their 
ways in certain particulars. This warn- 
ing is accompanied by an intimation that 
additional legislation may be desirable 
unless the carriers find a way voluntarily 
to correct such abuses as do exist. 
Regulative and restrictive legislation 
of all kinds, including that affecting in- 
surance, has its genesis in the abuse of 
privilege or inherent right by the individ- 
ual or corporation. When abuse reaches 
such a stage that it becomes a social men- 


was empowered to make all awards under 
the law, and the employer or insurance 
company was obliged to pay the amount 
named by the commission to the injured 
person. Later this law was changed to 
permit direct settlements between the in- 
surance companies and workmen. The 
object of this change was to prevent 
undue delay in settlement and also to 
check malingering. Comes now, however, 
the intimation that the companies are not 
making settlements as promptly as desir- 
able and also the intimation that settle- 
ments are almost universally unfair to the 
Smith thinks that 
these abuses arise because of the direct 


workers. Governor 
settlement provision of the law and would 
have them prohibited. Now 
that in view of the very specific benefits 
named in the law there ought never be any 


it seems 


ground for such charges as are made by 
Governor Smith. Claims under the Work- 
men’s Compensation Law are of a charac- 
ter that leaves virtually no room for ad- 
justment, that is, either they are just and 
should be paid immediately or they are 
unjust and in that case should not be paid 
at all. 
eliminate the abuse of compromise that 


The object of the law was to 


prevailed under the old employers’ liabil- 
ity system; in other words to supplant 
uncertainty with certainty. Adjustment 
of just claims is fraught with all sorts of 
dangers to both the workmen and to the 
insurance companies, for they lead on the 
one hand to deprivation of legal property 
and on the other to prejudice against the 
insurance companies. 

It is significant that Governor Smith 
should have referred to the Department 
of Labor of the State in connection with 
the Workmen’s Compensation Law. Par- 
ticularly interesting is the following re- 


mark: 


‘the warnings of Governor Smith. 


ends of justice; prompt payment of 
claims to injured workmen is a necessity.” 
llere is a strong implication that he con- 
siders the companies derelict in the matter 
of promptness ; otherwise why is his com- 
ment made? 

Similarly, he states that “more equita- 
ble compensation should be granted.” 
This may either express the opinion that 
the law is not liberal enough, or imply 
that the settlements made in adjusting or 
compromising claims are not made with a 
sufficient regard for justice to the injured. 

Again, Smith says that 
“there should be removed from the law 


Governor 


any existing provision that makes possible 
or results in direct settlements of any 
kind between injured men and women and 
insurance companies.” Here is an impli- 
cation that the permission to make direct 
settlements has worked out unsatisfac- 
torily to injured persons; in fact, in the 
next sentence, Governor Smith says that 
the freedom to make direct settlements 
“never results in anything but loss to the 
injured man or woman.” Jt is evident 
quotations that 
Smith has a strong opinion that there are 


from these Governor 
abuses in the workmen’s compensation 
insurance business that need correction, 
and it is likewise manifest that if the com- 
panies do not take the initiative in im- 
proving conditions the Governor will do 
so himself. 

Stock insurance companies are the 
leaders in workmen’s compensation insur- 
ance and will remain so if they will heed 
Fail- 
ure to improve their criticised methods 
will surely lead to more restrictive legis- 
lation, perhaps even to the extent of pro- 
viding for State monopolistic insurance. 


[% a forecast of the world economic 


situation for 1923, Secretary Herbert 
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level of comparatively great comfort in 
every direction, except for the lag of 


paying claims. When the law was first apparently believes are their shortcom- 


enacted, the State Industrial Commission Thus he says: “Delay defeats the 


ings. 
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Mary’s Little Lamb 


It isn’t in many of the readers now; but 
most of us have heard of Mary’s Little 
Lamb. It had a virtue which has kept ‘its 
memory green for generations—a_ virtue 
which some one has called “‘stick-to-itive- 
ness. 


Mary’s lamb formed a wholesome habit 
and stuck to it. There is another wholesome 
habit which many attempt and some continue 
—the wholesome habit of keeping their 
lives insured. Some of the many who deny 
themselves for awhile get the suit of clothes, 
or the dress, or the piano, or the auto which 
their minds were fixed. upon. Then they 
quit. A few deny themselves for larger 
ends. They go on until they have assured 
the future comfort of their families; assured 
them independence; an honorable place in 


the world. 


Doing without unnecessary things until 
it gets to be a fixed habit, pays. For one 
thing, it pays big dividends through a life 
insurance policy. But that may be the 
smallest benefit it brings. It brings peace of 
mind; and self-respect; and honor, and 
affection. 


The Prudential 





Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 















recovery in some branches of agricul- 
ture. Even in this field, he says, there 
has been a distinct improvement in prices 
in the past twelve months, and _ the 
troubles are mostly due to over-produc- 
tion in some lines. Manufacturing in- 
dustries are engaged well up to the avail- 
able labor; industrial production has 
enormously increased over the preceding 
year and real wages and savings are ata 
high level. There have been great gains 
in construction, and exports and imports 
are increasing. He holds, therefore, that 
there is ample reason why there should 
be continued progress during the next 
twelve months. A prominent Western 
bank summarizes the situation by stating 
that the general business to look for 
1923 can be characterized as being fair 
to good, rather than of boom-time pro- 
portions. Altogether, however, the con- 
dition of the country is such that it ought 
to be favorable in various ways to a 
steady and increasing volume of. insur- 
ance, both of property and the person, 
so that the year 1923 opens with a bright 
outlook for insurance men and _institu- 
tions. ——————_—-— 


| T is gratifying to learn from the rec- 
ords prepared by the Metropolitan 
Life Insurance Company that the deaths 
from typhoid fever are still steadily de- 
creasing from year to year, the data be- 
ing based upon the experience in the 
company’s industrial department. Where- 
as in 1911 the rate was 22.8 per 100,000, 
there has been an almost steady decrease 
from year to year, until the rate for 1922, 
closely estimated, is placed at 5.9 per 
¢100,000. The result is attributed mostly 
to the improvement in rural sanitation. 
Typhoid fever is largely rural in origin, 
and it has been clearly demonstrated that 
so high a death rate as formerly pre- 
vailed is not necessary, and that better 
sanitation in country districts, particu- 
larly in several Southern States, would 
still further reduce the general death rate 
from this cause. 





No Insurance Legislation in Arkansas 

LittLte Rock, Ark., January 8—The bien- 
nial session of the General Assembly convened 
this week, and will be in session for sixty days. 
So far as known there is no prospect of any 
general legislation affecting the insurance 
business. There will be measures introduced 
for a more rigid regulation of mutual com- 
panies upon the recommendation of State In- 
T. Bullion. 


surance Commiss oner Bruce 




















hursday 


—— 
———= 


agricul- 
s, there 
N prices 
ind the 
produc- 
ring in- 
le avail- 
on has 
‘eceding 
are ata 
at gains 
imports 
re, that 
should 
le next 
Vestern 
stating 
ok for 
ng fair 
ne pro- 
he con- 
it ought 
'S toa 
 Insur- 
person, 
a bright 
institu- 


the rec- 
»politan 
deaths 
lily de- 
lata be- 
in the 
Where- 
00,000, 
ecrease 
Ir 1922, 
5-9 per 
mostly 
‘itation. 
origin, 
ed that 
ly pre- 
better 
articu- 
would 
ith rate 


nsas 

1¢ bien- 
onvened 
ty days. 
of any 
surance 
roduced 
al com- 
rate In- 
1. 





January II, 1923 






THE SPECTATOR 


Life Insurance 














———— 


Life Insurance Results in 1922 


American National Ins. Co., Galveston, Tex. 
_Paid-for insurance in force, over $180,:00,- 
ooo; admitted assets over $14,000,000; new ordi- 
nary insurance issued, $20,006,025. 

Citizens Life Ins. Co. New Orleans, La.— 
Admitted assets, $54,441; surplus to policyhcld- 
ers, $30,079; total income, $102,9€0; total dis- 
bursements, $93,998; total new industrial insur- 
ance paid for, $531,524; total industrial insur- 
ance in force, $803,953. 

Continental Life Ins. Co., Wilmington, Del— 
Admitted assets, $5,526,330; surplus to policy- 
holders, $1,703,531; total incomie, $1,694,297 ; 
total disbursements, $872,482; new business 
paid for, $9,039,763; insurance in force, $4¢,- 
020,407. 

Des Moines Life and Annuity Ins. Co., Des 
Moines, Ia—Admitted assets, $1,275,467; sur- 
plus to policyholders, $625,862; total income. 
$521,398; total disbursements, $340,424; new 
paid-for business, $3,782,790; insurance in 
ferce, $13,700,000. 

Imperial Life Assur. Co., Toronto, Can.— 
Admitted assets, $24,928;719; surplus to policy- 
holders, $3,124,709; total income, $6,282,949; 
total disbursements, $3,504,699; insurance writ- 
ten, $24,825,819; insurance in force, $140,025,- 
954. 

La Fayette Life Ins. Co., La Fayette, Ind.— 
Total income, $748,946; total disbursements, 
$423,691; ledger assets, $2,714,468; insurance 
in force, $17,750,772. 

Minnesota Mutual Life Ins. Co., St. Paul, 
Minn.—New business paid for, $22,581,289; in- 
surance in force, $85,420,970. 

Ontario Equitable Life and Accident Ins. 
Co., Waterloo, Can.—New insurance issued, 
$0,440,000. 

Postal Life Ins. Co., New York, N. Y.—Ad- 
mitted assets, $10,000,000; surplus to  policy- 
holders, $300,000; total income, $2,000,000; 
total disbursements, $1,670,000; new  paid-for 
business, $4,000,000; insurance in force, $43,- 
000,000. 

Provident Mutual Life Ins. Co. of Philadel- 
phia, Pa—Admitted assets, $133,887,000; sur- 
plus to policyholders, $4,596,000; total inceme, 
$141,970,000; total disbursements, $22,112,000; 
new paid-for business, $82,944,000; insurance 
in force, $610,118,000. 

Reliance Life Ins. Co., Pittsburgh, Pa—Ad- 
mitted assets, $21,758,772; surplus to policy- 

38 (includes $1,000,000 capital 
stock and $225,000 reserve for investments, 
etc.) ; total income, $8,798,065; total disburse- 
ments, $4,910,696; total new ifsurance paid for, 


holders, $2,136,4 


$49,4(8.999: total insurance in force, $231,- 
770,565. 

Travelers Ins Co., Hartford, Conn.—Life 
insurance in force, $2,055,000,000; new business 
paid for, $556,7c0,000; life premiums, $46,700,- 
000; accident and health premiums, $10,=00,000 ; 
liability premiums, $12,600,000; compensation 
Premiums, $13,700,000; total premiums, $83,- 
&c0,000 ; total income, $97,500,000. 

Travellers Life Ins. Co., Montreal, Can.- 
Admitted assets, $1,600,000; surplus to policy- 
holders, $155,000; total income, $550,000; total 
disbursements, $275,000; new paid-for business, 


$6,000,000 ; totai insurance in force, $17,500,000. 

Wisconsin Life Ins. Co., Madison, Wis.—Ad- 
mitted assets, $1,006,711; surplus to policy- 
holders, $57,040; total income, $380,549; total 
disbursements, $208,714; new paid-for bus‘ness, 
$1,927,500; total insurance in force, $9,650,804. 

Guaranty Life Ins. Co., Davenport, Ia—Ad- 
mitted assets, $2,049,065; surplus to policy- 
holders, $162,324; total income, $830,098: total 
disbursements, $504,871; new  paid-for -insur- 
ance, $7,107,067; total insurance in force, $24,- 
477,853. 

New insurance written in 1922 by various life 
Columbus Mutual, 
Columbus, Ohio, $14,642,847; Crescent Life, 
Indianapolis, Ind., $2,363,000; Gate City Life 
and Health, Greensboro, N. C., $140,420; In- 


companies is as follows: 


dianapolis Life, Indianapolis, Ind., $9,362,465; 
Kansas City Life, Kansas City, Mo., $50,473,- 
000; Maryland Assurance, Baltimore, Md., 
$3,349,485; National Guardian, Madison, Wis., 
$4,362,838: Phoenix Mutual, Hartford, Conn., 
$46,000,000; Shenandoah Life, Roanoke, Va., 
$11,610,644; United States Life, New York, 
N. Y., $3,157,562; 
©2,217,000. 


Victory Life, Topeka, Kan., 


Great Republic Life’s New Building 

Plans have been completed for the construc- 
tion of the Great Republic Life’s home office 
building, on the northeast corner of Eighth 
and Spring streets, Los Angeles, Cal., and it is 
expected that work on the structure will be- 
gin February 1. The building will be of class 
“A” construction, and will consist of thirteen 
stories and basement. It will have a frontage 
of 50 feet on Spring street, 119 feet on 
Eighth, and 51 on Main, the building extending 
through the entire block on Eighth street. The 
Great Republic Life will occupy two floors. 
and the remaining space has been largely re- 
served for bond and mortgage houses and 
oil companies, to which the location in the 
heart of the new but well-established financial 
district of the city is very attractive. 

The Great Republic Life, which is one of the 
most conservative of the younger companics 
has just closed the best year in its history, an] 
its volume of insurance in force is now in ex- 
During 1923 it is the infen- 


cess of $2,000,000. 
tion of the company to engage in an active 
and aggressive campaign for production in 
the territory in which it operates, and it ex- 
pects its field force to write and pay for new 
insurance at the rate of a million a moh. 


The Homicide Record 

The “Minute Man,” published by the New 
Jersey, New York and Pennsylvania divisions 
against the prohibition amendment, has repub- 
iished a tabulation from the Homicide Record 
for 1921, recently prepared by Dr. Frederick L. 
Hoffman and published in THE Spectator. The 
“Minute Man” endeavored to link the increased 
homicide rate of certain cities with the opera- 
tion of the prohibition amendment. The rate 
has steadily increased during the twenty years 
rising from 4.9 to 8.9 per 100,000 of population 
in that time. 


JOHN HANCOCK MORTUARY BENEFITS 
Company Provides for Employees Having 
Records of Long and Faithful Service 
The officers and directors of the John Han- 
cock Mutual Life, Boston, have instituted a 
new plan for encouraging and _ recognizing 
faithfulness and continuity of service among 
the employees of that company. Mortuary 
benefits are to be paid to all persons in the 
service of the company, except officers, general 
agents and their sub-agents, and those whose 

earnings exceed $5000 per year. 

The benefits to be paid are $1000 after one 
year of service and up to and including four 
completed years of service. Beginning with 
the fifth year of employment the benefit wiil 
be increased to $1500 and from the tenth 
year onward $2000 will be paid. The company 
feels that in doing this it is offering an in- 
centive to its employees to remain in its em- 
ploy and that the move will result in safe- 
guarding the best interests of the entire staff. 


Shenandoah Life’s Big Year 

Last year was the greatest thus far in the 
history of the Shenandoah Life of Roanoke, 
Va. It wrote nearly $17,000,000 of insurance, 
and now has over $22,000,000 in force. During 
the year 1922 the paid-for business was nearly 
$1,000,000 per month, and the company aims 
to write $30,000,000 of paid-for business this 
year. 

Governor E. Lee Trinkle of Virginia is first 
vice-president of the Shenandoah Life, and the 
people of the State showed their confidence 
in him as a business man by the greatest 
majority ever given any man in the State. 

Continental Life Statement 

The Continental Life Insurance Company of 
Wilmington, Del., has prepared its annual state- 
ment for 1922. This spirit of enterprise has 
apparently characterized the work of the com- 
pany throughout the year just past as the state- 
ment shows excellent gains in every department 





of business. 

The company now has admitted assets of $5,- 
526,330, against liabilities of $3,822,799. The 
new insurance is stated at $9,039,763, being a 
gain of 23 per cent over the figure for 1921. 
This brings the insurance in force to $40,020,- 
167, the net increase in this figure over last 
vear’s being 13 per cent. 

American Life Cuts Holiday Melon 

At a meeting of the stockholders and board 
of directors of the American Life Insurance 
Company of Detroit, a few days ago, a stock 
dividend of 100 per cent was declared, payable 
to the stockholders of record at the close of 
business on that day. 

The company has been in business sixteen 
years; has insurance in force of over $60,- 
coo,000; assets of over $7,000,000, and its re- 
sources from annual income are now over $2,- 
ro0,0c0. Its growth and progress have been 
in keeping with the spirit of dynamic Detroit. 
The net increase in surplus account for the 
past year amounted to over I00 per cent of 
its capital structure. 
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LIFE 
EXTENSION 
INSTITUTE 


25 WEST 45th ST. 
NEW YORK 


If your Company can 
make a small invest- 
ment which pays such 
big dividends not only 
in money, but in the 
satisfaction of its pol- 
icyholders,—more satis- 


faction than anything 


else your Company can., 


offer, what better sell- 
ing argument could you 


employ? 


Ask us for further 
information. Let us 
tell you why you should 
offer your policyhold- 
ers this invaluable priv- 


ilege. 
g 








From an address delivered by Mr. Lewis EI. Pierson, President, 
Merchants’ Association of New York, Chairman of the Board, Irving 
National Bank, at the Sixteenth Annual Convention of the Association 
of Life Insurance Presidents in New York City on the morning of 
December 7, 1922: 


* > = %* More than 3,000,000 people are seriously ill in the 
United States at all times, yet it is estimated that 42% of this illness 
can be avoided. 

These are facts which have been established beyond any question 
and which might well daunt us except for the progress already made 
through such agencies as you represent. 

Where in 1909, the annual loss to industry through illness was 13 
days for every worker, this loss has been reduced in the space of little 
more than 10 years to 7 days. 

In the same period, industrial accidents in industries which have 
intelligently grappled with the problem have been reduced as much as 
80% 

Furthermore, from 1900 to 1919 the general death rate in the United 
States registration area dropped from 17.6 to 12.9 per thousand. 
States registration l l f 17.6 to 12.9 per thousand 


In other words, the campaigns against tuberculosis and cancer, the 
efforts of industry's executives to protect the worker _ accident, 
the activities of the Rockefeller Foundation and the Life Extension 
Institute, and other remedial measures instituted within the past dec- 
ade, have proved their efficacy. They have shown that human waste 
can be reduced. And the country should not only be grateful to the 
broad-visioned men who have pointed the way to this economy of life 
and health, but it should co-operate to an ever-increasing extent with 
such agencies as yours, to the end that the great work of human 
salvage may be strengthened, supported and extended. 

Certainly the Institute's idea is not a startling or a complex novelty 
—hbut there may still be yourself or some other person in your organi- 


zation who doubts whether it will pay in dollars and cents or as to 
whether it can prolong human life and relieve human disabilities. 


[f you or others doubt, will you be so kind as to ask us to show you 
tacts and figures. 





The following Life Insurance Companies are now furnishing 
this service to their Policyholders through the Institute: 


Metropolitan Life Insurance Co. Inter-Southern Life Insurance Co. 
Guardian Life Insurance Co. Midland Mutual Life Insurance Co. 
Fort Worth Life Insurance Co. Southeastern Life Insurance Co. 


Union Central Life Insurance Co. 


Columbus Mutual Life Insurance Oregon Life Insurance Co. 
Co. Penn Mutual Life Insurance Co. 


Old Line Life Insurance Co. Volunteer State Life Insurance Co. 
United Life and Accident Insurance Co. 


LIFE EXTENSION INSTITUTE, Inc. 
25 West Forty-Fifth Street, New York City 
Telephone Bryant 3073 
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HOW MUCH LIFE INSURANCE SHOULD 
A FARMER CARRY? 


Common-Sense Method of Solving This 
Question for Any Particular Farmer 
By WituraM T. Nasu 

Farmers are much like other business men 
in that they have similar responsibilities and 
obligations to carry and to provide for. Many 
of them, however, do not realize as clearly as do 
some other business men just how they may 
best arrange to care for their obligations. 

The leaflet entitled “How Much Life Insur- 
ance Should a Farmer Carry?” by William T. 
Nash, renders a definite service to farmers by 
showing them that they have certain responsibil- 
ities which they should face and make provision 
to meet, especially in the event of their death. 
In this leaflet Mr. Nash shows that there are 
certain definite debts and obligations which 
every farmer would be glad to know that he 
had properly cared for, and, by the judicious use 
of this leaflet, life insurance agents can bring 
such farmers to a realizing sense of their need 
for life insurance. 

This leaflet applies equally well to the small 
farmer, the rich farmer, or the renter, and 
makes valuable suggestions applicable to any 
man in these classes. It demonstrates also that 
there are only two investments suitab’e for a 
farmer, one being his farm and the other life 
insurance; and as to the latter the author points 
out not only the need, but the method of satisfy- 
ing the need, and shows how the minimum 
amount of life insurance required may be read- 
ily ascertained. 

This leaflet contains 16 pages and cover, or 20 
pages in all, with a handsomely engraved front 
cover. It is published by The Spectator Com- 
pany and sells at the following prices: Single 
copy, 15 cents; 100 copies, $7.50; 500 copies, 
$28,001 1000 copies, $45.00; 5000 copies, $210.00; 
10,000 copies, $375.00. 


J. D. BOOKSTAVER TAKES FIRST 
PLACE 


Leads All Other General Agencies of 
Travelers in New Life Business 

The general agency of Joseph D. Bookstaver 
in New York city again leads all other agen- 
cies of the Travelers Insurance Company in 
production of new paid-for life insurance 
during the year 1922. This is the third con- 
secutive year that the agency has stood first 
among those of the Travelers. The Book- 
staver office wrote over $15,000,000 of new 
life insurance during 1922 and has written a 
total of over $43,000,000 during the past three 
years, 

A remarkable record was made during the 
month of December, 1922, when $3,671,505 was 
written, this sum representing about -25 per 
cent of the year’s total. 

The J. D. Bookstaver Agency was estab- 
lished in 1911. The present production is nearly 
100 per cent attributable to the agents, the 
executives of the agency devoting practically 
no time to personal production, but instead 
giving their whole time to the development 
of the rate-book carriers. 


PRUDENTIAL’S REAL ESTATE LOANS 


1922 Report Shows Large Increase in 
Dwelling Investments—$33,000,000 
Additional Working Capital for 
Farmers 

The annual report of the Real Estate Loan 
Department of the Prudential Insurance Com- 
pany of America shows that mortgage loans 
totaling $99,646,000 were made during 1922. All 
of this capital was loaned on dwellings, apart- 
ment houses, farm lands and city real estate. 
The loans on single dwellings totaled 8868, with 
an aggregate value of $33,805,256, which will 
provide for 10,092 families. There were 548 
apartment houses, accommodating 6579 families, 
on which loans to the value of $14,930,300 were 
granted. 

According to the Prudential’s figures, 16,671 
families have been enabled to find housing facili- 
ties during the year by reason of these mort- 
gages. The December record alone shows that 
dwellings and apartment houses to accommodate 
2082 families received total loans of $5,474,314. 
City and farm loans were increased during 
1922, businesses, mercantile establishments, 
stores and office buildings getting $17,000,000, 
while $33,000,000 went to farm owners in the 
form of additional working capital. These fig- 
ures furnish some idea of the tremendous im- 
portance of insurance in the commercial and 
industrial wealth of the nation and are an 
example of what the institution of insurance 
means to the public. 


“Frescoes,” by Jay G. Sigmund 

“Frescoes”’ is a new book of verse by Jay 
G. Sigmund, vice-president of the Cedar Rap- 
ids Life of Cedar Rapids, Ia. The volume, at- 
tractively bound, contains thirty-five, some in 
rhyme, but mostly in the popular modern 
technique of vers libre. 

Most men have a hobby, some in artistic 
pursuits turning to poetry; but the combina- 
tion of business man and poet is very rare. 
Verse-writing occupied Mr. Sigmund’s out-of- 
business hours first as a mere pleasurable 
hobby, but his efforts in the diversion pro- 
duced poetry which immediately attracted the 
admiration of his friends and associates. 

The newspapers and magazines have become 
eager to give their readers Mr. Sigmund’s 
poetry which various of them characterize as 
delightful, excellent and charming, and others 
describe at greater length as delicate of ex- 
pression, whimsical, full of the human touch, 
appreciative of beauty, deep in emotions, yet 
clear in thought and distinct in vision of the 
real artist. 

Northwestern National Issues New Rate 
Book and Policies 

The Northwestern National Life of Minne- 
apolis, Minn., has issued a new loose-leaf rate 
book. Four new policies have been added to 
those now in use, including endowments 
maturing at age 60 and 65. New monthly in- 
come policies, continuous, monthly income 
and retirement ineome are new issues. Policy 
contracts have been rearranged and many of 
the existing features have been broadened and 
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their phraseology in many cases simplified. 
Among the changes noted are those in the 
disability clause which provides for a waiver of 
premiums and payment of $10 per month per 
$1000 of insurance, the first payment to be 
made immediately without a waiting period. 
Dividend additions may now be used to pay 
up the policy or mature it as an endowment. 
The paid-up insurance option is made partic- 
ipating instead of non-participating. The life 
income method of settlement now gives 
a choice of having payment certain continue for 
5, 10, I5 or 20 years. On substandard insur- 
ance where formerly three methods of rating 
have been used there will only be used in the 
future a flat extra premium method. 


AETNA LIFE BROADCASTING SERVICE 


Company Inaugurates a Novel Plan for 
Public Education—Lectures to Be 
Given via Radio 
Working with the co-operation of the Hart- 
ford Courant, the A®tna Life and its affiliated 
companies have put into practice a plan which 
has occupied their attention for some time. 
This consists of feature talks on life insur- 
ance subjects to be broadcasted from WDAK, 

the Courant’s radio station in Hartford. 

Display advertising is being used to wequaint 
the public with the subject and tne fime of 
their release and large advertisements are ap- 
pearing in the pages of the Hartford Courant 
having this end in view. The first of these 
appeared recently in connection with a talk 
entitled “New Year’s Resolutions That Save 
Lives,” given by Stanley F. Withe, assistant 
director of publicity for the 7Etna. 

All the newspaper announcements made by 
the Etna Life in conjunction with this new 
program will be distinguished by the words 
“Etna Broadcast” at the top of the panel and 
by a “radio flash” border around the entire 
advertisement. The announcements will con- 
clude as follows: “Let the whole family listen 
in—this talk is one of a series to be broad- 
casted from station WDAK as part of the 
conservation activities of the A=tna Life Insur- 
ance Company and its affiliated companies.” 





Indiana National Life Moves Legal 
Headquarters 

INDIANAPOLIS, IND., January 8.—The Indiana 
National Life Insurance Company has filed 
notice with the secretary of state that the legal 
headquarters of the company have been trans- 
ferred from Indianapolis to Portland, Ind. 

Morton S. Hawkins, president of the Hawkins 
Mortgage Company of Portland, said the deal 
did not mean that the business offices of the 
insurance company will be removed from In- 
dianapolis. A. A. Scheib of Portland, secre- 
tary of the company, said that Mr. Hawkins, 
himself and several other Portland men have 
obtained a controlling interest in the company. 
C. D. Renick is president. 

It has been reported recently that the new 
owners of the company are negotiating with 
St. Louis interests for disposition of the 
holdings. 
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Central States Life Rate Book and Policy 

Under date of January 1, 1923, the Central 
States Life Insurance Company of St. Louis, 
Mo. announced a new rate book and new policy 
contracts. The summary of the new features, 
as outlined in the bulletin is as follows: 


TWENTY-ONE POINTS 


_ Automatic premium loans. 

_ Loan insurance. 

3. Privilege of exchange. = 

4. Endowment option on all limited payment 


life forms. sia 
;, Paid-up life privilege on all endowment 


no = 


policies. — 

6, Complete beneficiary clause. 

7, Control of policy entirely in insured’s 
hands. ~ . 

8 Trust fund privilege in settlement of pro- 
ceeds of policy. om 

9. Complete instalment settlement privileges. 

10. Dividends from excess interest earnings 
on all trust fund and instalment settlements, 
whether policy is participating or non-partici- 
pating. . ; ey 

u1. Monthly income increased by dividends 
from excess interest earnings on all continuous 
monthly income policies on both participating 
and non-participating plans. 

12. Income on ideal protection policies in- 
creased by dividends from excess interest earn- 
ings on non-participating as well as participat- 
ing forms. - ae 

13. Post-mortem dividend on_ participating 
policies. ae 

14. Excess interest allowed on dividend de- 
posits. - a 
15. Participating annual dividend privilege 
on all limited payment life policies written at 
non-participating rates, after policy has be- 
come paid-up for the face amount by its terms. 

16. Cash surrender value allowed at any 
time on a policy continued as reduced paid-up 
or extended term insurance. 

17. Liberalized disability benefit maturing 
policy as endowment at age 60 following five 
years of total permanent disability. 

18. Reduced non-participating premium rates. 

19. Extension of premium rates down to age 
10 and up to age 65. Applicants will be con- 
sidered up to age 70 on the ten-year endowment 
plan. 

20. Premiums after the first year may be 
paid annually, semi-annually or quarterly. 

21. Reduction in double indemnity rate to 
$1.75 per $1000. 


These revisions in policy forms and rates 
mark an era in the progress:ve policy of the 
Central States Life, and should offer consid- 
erable incentive to the agents of the company 
for the writing of business. 


New York Life Underwriters Meet 


The Life Underwriters Association of New 
York held its regular monthly dinner Tuesday 
evening at Delmonico’s. Charles C. Gilman, 
former president of the Boston association, was 
the chief speaker. Messrs. Anchell and Cham- 
bers of the New York Life Insurance Com- 
pany conducted an excellent sales demonstra- 
tion, 

Lawrence Priddy reported some increase in 
the activities of abstractors in this city, several 
of whom have been recently run out of Chi- 
cago. One of these men has already been 
driven out of this city, and the association wi!l 
conduct an active campaign to put an end to 
the activities of a number of others. 


NEW IOWA COMMISSIONER 


W. R. C. Kendrick Will Succeed A. C. 
Savage on February 1 

Des Moines, Iowa, January 8—William R. 
C. Kendrick is the new Insurance Commis- 
sioner for Iowa. His appointment to succeed 
Arthur C. Savage was announced Saturday by 
Governor Nate Kendall. It is anticipated that 
the appointment will be approved by the Sen- 
ate and that he will be ready to take over the 
duties of the office February 1 when the term 
of Commissioner Savage expires. 

Mr. Kendrick is an attorney and has been 
serving for six years as assistant attorney- 
general with special supervision over the legal 
phases of the insurance problems that have 
come before the State Insurance Department. 
He was named assistant attorney-general by 
H. M. Havner. 

Mr. Kendrick is a native Iowan. He was 
born at Malcom, Poweshiek county, and at- 
tended Iowa Wesleyan University at Mt. 
Pleasant. Later he went to Ohio Wesleyan 
but returned to Iowa to take his law course at 
the State university. 
shingle at Centerville, where he practiced law 


He then hung out his 


for three years. He then removed to Keo- 
kuk, where he remained ten years, going to 
Des Moines in 1917 to accept the appointment 
tendered him by Attorney-General Havner. He 
was the only one of the four assistants to Mr. 
term of 


Havner to remain throughout the 


office of that gentleman. During that time, 
he specialized in insurance, banking and cor- 
poration problems, so that the Governor con- 
sidered him very well qualified for the place 
to be vacated by Commissioner Savage. 

The new 
diately to study the insurance problems that 


commissioner will begin imme- 
should go before the legislature. In this he 
will be assisted by Commissioner Savage, who 
had outlined a constructive program along in- 
surance lines to present to the lawmakers. 


Equitable Building For Sale 

The Equitable building, 120 Broadway, New 
York, is reported to be for sale at $40,000,000. 
The building, which is one of the biggest and 
best known in the country, is owned by the 
Equitable Office Building Corporation, consid- 
erable space in it being occupied by the Equi- 
table Life Assurance Society of the United 
States. It has been reported that the Equitable 
Life intends building in the neighborhood of 
Seventh avenue and Thirty-first street, New 
York. 


State Life Agents’ Convention 

Des Mornes, IowA, January 8—Agents of 
the State Life Insurance Company of Iowa 
from Iowa, Minnesota, South Dakota, 
Nebraska and Kansas attended a convention 
at the home office in Des Moines this week 
in celebration of the best month the company 
has ever had up until December. The rec- 
ord for the month was the result of a drive 
in honor of Chairman Dave McKee of the 
board of trustees. The new business writ- 
ten was $1,659,000, of which over $1,000,000 
was written in Iowa. 
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T. B. Donaldson Resigns 

Thomas B. Donaldson, Insurance Commis- 
sioner of Pennsylvania, who has made an ex- 
cellent record as a State official and as presi- 
dent of the National Convention of Insurance 
Commissioners, has tendered his resignation to 
Governor Sproul, who is also retiring from 
office. Mr. Donaldson will become associated 
with Franklin W. Fort of Newark, N. J., in 
the reinsurance business. 


Gov. Sproul Praises Commissioner 
Donaldson 

Prior to his retirement from office, Governor 
Wm. C. Sproul of Pennsylvania, in his address 
to the Pennsylvania legislature, spoke as follows 
concerning the administration of the insurance 
department by Commissioner T. B. Donaldson: 

The Insurance Department was reorganized 
under the Act of June 2, 1919, and, under the 
direction of Commissioner Thomas B. Donald- 
son, it has attained an efficiency notable among 
similar organizations throughout the country 
and a record of service unequaled in the history 
of the State. 

The detailed report of Commissioner Donald- 
son shows a thoroughness of inspection and a 
care for the interests of policyholders in all 
branches of the very important protective enter- 
prises of fire insurance, life insurance and 
various other forms of this great business that 
is most gratifying. It is most difficult for the 
Insurance Department to offer tangible proof 
of its accomplishments. It is not a department 
which does much in an aggressive way, most of 
its work being in the nature of restrictions—a 
comprehensive series of “don'ts.” Its examina- 
tions and warnings, which prevent failures and 
consequent losses to patrons, rarely gain pub- 
licity. Its work in liquidation and the distribu- 
tion of assets to sufferers from bankrupts sel- 
dom reached the public notice. Ten hundred 
and seventy insurance organizations report an- 
nually to this department. Its encouragement 
of lawful enterprises and its efforts to justly 
regulate rates and secure justice in settlements, 
are likewise known only to the individuals di- 
rectly affected. 

We may take great pride in the present 
standard of service in the Insurance Depart- 
ment, and it to be hoped that the present ab- 
solute segregation of this fine organization from 
the influences of so-called “practical politics” 
may be continued. 

The ramifications of the insurance business 
and iis reiation to the people in so many di- 
rections are of vast importance, and it is neces- 
sary to have officials in charge of the State 
supervision who are so competent that it will 
not seem impudent for them to tell business 
organizations how to conduct their affairs. 





“SURPLUS 
INSURANCE 
FUNDS” 


Invest your surplus money in 
first mortgage loans on Canadian 
properties 6 to 7% interest. 
Inquiries invited. All loans 


negotiated are guaranteed. 


E. M. HENRY 
378 Craig Street, West 
Montreal, Que. 
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SALESMEN WANTED! 


Reliable Men in Arizona, New Mexico and Texas 


for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. 


If You Are Already Writing Insurance Stop That 
Leak in Your Income by Placing Your Declined 


Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 


Liberal Commissions. 


Standard and Sub-Standard Risks. 


Both 











NEW BOOK—JUST PUBLISHED 


LIFE INSURANCE PROGRESS, 
METHODS ano RESULTS 


By Dr. Frederick L. Hoffman 


Consulting Statistician 
Prudential Insurance Company of America 
and 
Dean of Advanced Department, 
Babson Institute 





The fundamentals, evolution and practice of life 
insurance are treated in this work in an interesting 
and informative manner by Dr. Hoffman, who has 
been gathering and analyzing data pertaining to in- 
surance for many years under exceptionally favorable 
circumstances. In this book he deals with 


FUNDAMENTALS OF LIFE INSURANCE 
HEALTH AND INSURANCE 
THRIFT AND LAPSES 
SOCIAL INSURANCE AND WAR RISKS 
INSURANCE EDUCATION 
FAMILY BUDGETS 
NATIONAL ASPECTS OF INSURANCE 


Under each of the above general titles, there are numerous 
sub-divisions, and the book merits a place in every insurance 
library. 

PRICE, in cloth 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


binding, $2.00. 











A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY. 
PUBLISHERS 
135 William Street - 


Chicago Office 
New York 


Insurance Exchange 
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SCORES DEAN SCHEDULE 


Governor of Michigan Calls It Ar- 
bitrary and Unjust 


TAXATION BEFORE LEGISLATURE 


Several Changes in Present Method of 

Figuring Insurance Company Taxes 

Suggested 

Lansinc, Micn., January 
Legislature buckled down to business today. 
Formalities connected with the opening of a 
new session were gotten over with last week, 
after which the Solons adjourned until today. 
From now until probably the latter part of 
April, there will be a steady grist of bills 
thrown into the hoppers. 

Insurance companies will be vitally interested 
in several bills which will be introduced. In- 
surance was mentioned by Governor Alex. J. 
Groosback in his message to the legislators. The 


g.—Michigan’s 


Governor referred specifically to the disagree- 
ment between the Michigan Inspection Bureau 
and the State insurance department over the 
application of the Dean schedule in fixing fire 
premium rates. 

“The recent investigation of. fire insurance 
matters is proof,” said the Governor, “that 
in many instances the unreasonable and excess- 
ive rates charged by old-line companies is at- 
tributable to their rating system. The stand- 
ards of the Dean Schedule, so called, are in 
many ways and to a large degree arbitrary and 
wmjust and the schedule itself allows of 
manipulation in favor of those employing it. 
There are upwards of 125 such companies oper- 
ating in Michigan, prcatically all foreign cor- 
porations, and they maintain a single rate-mak- 
ing bureau. It operates without a license and 
has been found guilty of flagrant violations of 
our rate law. The State should exercise more 
extensive control and supervision over fire insur- 
ance rates and the bureaus referred to should 
be placed under a strict license law.” 

On the opening day of the session last week, 
the special legislative commission for inquiry 
into taxation, appointed by the last session, 
handed in its report. This commission was 
dedelgated the task of studying the present 
taxation system of the State with a view to 
recommending such changes as it deemed neces- 
sary for a more equitable distribution of State 
taxes, 

The insurance companies were. not forgotten 
in this report. The commission called attention 
to the law providing for the assessment of in- 
surance companies and vigorously protested the 
provision that gives the insurance companies a 
privilege, it is claimed, not granted to any other 
class of business enterprise, in that the insur- 
ance companies are permitted to deduct their 
debts from all their personal property, while all 
other classes of business in Michigan are per- 
mitted only to deduct debts from credits. Un- 
ler the present law, the report says, the insur- 
ale companies are permitted to include in their 
liabilities their legal reserve. The result is, the 
port charges, that insurance companies pay 
Practically no general property tax to the State, 








FIELD MANEUVERS 








Clayton Platt Leaves Platt, Fuller & Co. 

On January 1 Clayton Platt retired from the 
firm of Platt, Fuller & Company and from ac- 
tive business. Coming to New York in 1873, 
Mr. Platt entered the insurance field and rap- 
idly rose to the position of one of the best 
known marine underwriters in the city and be- 
came a firm member successively of Satter- 
thwaite & Platt in 1883, Catlin & Platt in 1886, 
Platt & Jeremiah in 1893, Platt & Farnum in 
I91t and finally Platt, Fuller & Company in 
1919. His business 
marks the end of forty-nine years of consecu- 
Mr. Platt 
Hill, 


himself will no longer 


resignation from active 
tive service in the insurance industry. 


will continue his residence at Murray 
N. J., and though he 
take part in the business, the firm will go on 


under the same name as at present. 


M. L. Mohor, Jr., Transferred to New 
Hampshire 

M. L. Mohor, Jr., has been named as super- 
intendent of the Dover, New Hampshire district 
by the Prudential Insurance Company, to suc- 
ceed Superintendent FE. B. McManus, who went 
to the Boston Number 2 section. Mr. Mohor 
entered the employ of the Prudential over eight 
years ago and was successively advanced to the 
position of assistant inspector and then to in- 
spector, from which he was promoted to super- 
intendent. He left the Prudential in 1917 and 
served with the American war forces for two 
years, returning to the company at the close of 
hostilities and continuing his work. 


Robert B. Price Becomes State Agent 

Recently the Fire of Paris was 
licensed in Texas and now comes the announce- 
ment that Robert B. Price of Dallas is to be 
its State agent. Mr. Price has been prominent 
in insurance matters in Texas for many years 
and his experience as an agent and agency di- 
rector will stand him in good stead in the new 
task which has been allotted to him. 


Union 


Northern Life Gets New General Agent 

The Northern Life Insurance Company, Seat- 
tle, has a new general agent in the person of 
Warren Griffith, who comes into the life insur- 





except upon the small amount of real estate 
owned by them. 

“Tt is the opinion of the committee,” 
port says, “that this provision of the law grant- 
ing this special privilege to insurance companies 
should be repealed and that they should be re- 
quired to pay taxes on the same basis as other 


the re- 


corporations.” 

Just how the changes recommended by the 
committee will be worked out is not definitely 
known. It is probable, however, that bills pro- 
viding for the changes suggested by the com- 
mittee will be introduced and referred to the 
proper legislative standing committee where the 
interests directly affected by the proposed 
changes will have a chance to be heard. 
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ance field from the accident department of the 
Continental Casualty Company of Chicago. Mr. 
Griffith was head of this department in Chicago 
and while engaged in that work became well 
known throughout the country. His advent into 
the life field will be welcomed by his many 
friends in the industry. 


New Hampshire Fire Appoints Gavin 
Browne, Jr. 

The New Hampshire Fire Insurance Com- 
pany announces the appointment of Gavin 
Browne, Jr., to be inspector of the Province 
of Ontario, Canada, as of January I. Con- 
nected with the North British and Mercantile, 
Mr. Browne subsequently served the British 
Colonial in Ontario as inspector and is well 
known throughout the province. The head- 
quarters of the new inspector of the New 
T 


Hampshire Fire will be at 53 Yonge street, 


Toronto. 


H. W. Letton Incorporates 

Articles of incorporation filed with the IIli- 
nois State Department reveal the fact that 
H. W. Letton, vice-president and general man- 
ager of the Great Lakes Insurance Company 
of Chicago, has incorporated under the name of 
Letton & Company for the purpose of carrying 
on a general agency business. With Mr. Letton 
are Mr. Miller and Mr. Westervelt, attorneys-of 
Peoria, Ill., who obtained the necessary charter 
and who are co-incorporators in the new com- 


pany. 


Omaha Liberty Quits Pennsylvania 
The Fidelity-Phenix is to reinsure the out- 
standing risks of the Omaha Liberty Fire, 
which company is withdrawing from the: State 
of Pennsylvania. Fidelity-Phenix reinsurance 
in this case will apply only to Pennsylvania, 
however, as the Omaha Liberty Fire will con- 

tinue its operations elsewhere. : 


John Peterson to Be Manager 

On January 3, John Peterson resigned his 
position as secretary of the North American 
National and Great Republic Insurance Com- 
panies, Iowa, and has accepted the post of 
manager in the first-mentioned organization. 

The assistant secretary, W. G. Hodge, has 
taken over the duties of Mr. Peterson’s former 
office until a successor is named. 


A. G. Hall Joins Insurance Advocate 

The Insurance Brokers Bulletin of this city, 
hitherto published by A. G. Hall, with offices 
at 27 William street, was merged with the old- 
established Insurance Advocate on January I. 
and Mr. Hall will become editor of the Insur- 
ance Advocate. FE. Weston Roberts, formerly 
editor, will become managing editor, and wil! 
devote most of his time to the life insurance 
news. The subscribers of the monthly Insur- 
ance Brokers Bulletin will receive the weekly 
Insurance Advocate for the same periods. 
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UNITED STATES HEAD OFFICE: 


431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-21 : $9,210,106.98 


ACCIDENT 


AND HEALTH 
INSURANCE 


ALL LIABILITY 
LINES AND 
SPECIAL RISKS 


AUTOMOBILE 
AND TEAMS 
INSURANCE 





WORKMEN’S 
COMPENSATION 


INSURANCE 


SURPLUS at 12-31-21 : $1,508,414.20 


EASTERN DEPARTMENT: 
45 John Street, New York City 





FIRE AUTOMOBILE MARINE 


mt HAMPTON ROADS 
FIRE 4» MARINE 


Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY HAROLD Knox 
President Vice-Pres. and Gen. Mgr. Secretary 



































HEAD OFFICE: NEW YORK 


CASUALTY INSURANCE 


SURETY BONDS 


a , 





Tre Fidelity an (isualty Company ot NewYork 


—1876— ROBERT J. HILLAS, Pres. —1922— 
Total Assets - - Over Twenty-seven Million Dollars 
Total Reserves - - Over Twenty Million Dollars 


Surplus to Policy Holders - Over Seven Million Dollars 
Losses paid to June 30, 1922 Over Ninety Million Dollars 











a 
CASUALTY LINES Surety Lines 
ACCIDENT FIDELITY 
HEALTH COURT 


LIABILITY CONTRACT 
COMPENSATION Casualty Insurance FIDUCIARY 














AUTOMOBILE DEPOSITORY 
BURGLARY and OFFICIAL 
ROBBERY CUSTOMS 

PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 

BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS| 








“INSURANCE THAT INSURES”’ 






































“WHAT YOU ARE 
GOING TO SELL” 


This booklet written by W. R. Letcher 
STARTS THE NEW AGENT RIGHT 
AND 


SAVES THE GENERAL AGENT’S TIME AND 
ENERGY 
It presents in clear, understandable language 


JUST THE INFORMATION THE NEW AGENT NEEDS 
and prepares him for 


FIELD WORK AND MORE ADVANCED STUDY 


PRICES: 
Sample copy 50 cents 
AD COBICS. «200.5612 « $5.00 100 Copies...... $25.00 
25 Copies... ...5- 9.00 500 Copies...... 100.00 
BO: Gonies... . 5.5 15.00 1000 Copies...... 175.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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MAKES REPLY 


cE, W. West Writes Against City 
Taking Over Insurance 


SUGGESTED BY NEW YORK CITY 
OFFICIAL 


Commissioner of Water Supply N. J. Hayes 
Writes Socialistic Letter to Board 
of Estimate 
Last week the newspapers of New York city 
published a letter from Nicholas J. Hayes, Com- 
missioner of the Department of Water Sup- 
ply, Gas and Electricity, which addressed to 
the Board of Estimate of the city and strongly 
recommended that the city take over the fire 
insurance business. Mr. Hayes pointed to 
alleged huge profits made by the insurance com- 
panies and called attention to the fact that the 
city pays for the protective departments by 
which the fire insurance companies benefit. 
E. W. West, president of the Glens Falls In- 
surance Company, issued to the papers of 
the following day an open letter addressed to 


Commissioner Hayes. The letter of Mr. West 


was as follows: 

I have noticed in this morning’s paper your 
suggestion that the City of New York could 
“bring to the city’s treasury a source of rev- 
enue in amount adequate for the operation of 
our larger departments, and create a surplus 
sufficient to diminish the cost of maintaining 
other functions of our Government,” by engag- 
ing municipally in the business of fire under- 
writing, also that “this will reduce the burden 
to the taxpayers as well as greatly reduce the 
now exorbitant premiums.” 

I wish respectfully to suggest that you are 
giving expression, no doubt sincerely, to a form 
of unsound economics that often has been dis- 
proved. 

New York city represents the largest aggre- 
gation of what insurance men know as “con- 
gested values” to be found in the world. In- 
stead of being considered a rich prize, it is 
generally regarded among underwriters with 
constant apprehension, because of the conflagra- 
tion possibilities that it undoubtedly holds. For 
this reason, every company worthy of con- 
fidence is careful to limit the amount of New 
York city risk that it will assume. 

A fire comparable in extent with that which 
devastated 2831 acres of San Francisco in 1906 
would cause many times the $350,000,000 of loss 
that there occurred. This fire brought pay- 
ments from 243 companies upon 150,000 insur- 
ance claims, to an aggregate of $320,000,000, a 
fact which alone made possible the speedy re- 
covery of the California city. 

Now, Mr. Commissioner, try to imagine what 
would have happened to the finances of San 
Francisco had its city government made an at- 
tempt to bear this prodigious loss alone. Can 
you doubt that it would have bankrupted the 
city and scores of thousands of its citizens and 
that, because of the delicately adjusted financial 
system of the United States, it would have 
created a panic throughout the nation exceed- 
ing anything that the country has ever known 
and carrying incidental ruin to industry and 
commerce in every State? 

I believe that these things cannot successfully 
be questioned and, when you have visualized 
such a situation, please try to imagine it upon 
the vastly greater scale of a general conflagra- 
tion in New York city, whose burden would 
have to be borne locally. 

With your confidence in New York city’s ad- 
mirable fire department you probably feel that 


no such conflagration possibilities exist. Splen- 
did as is this department in its personnel and 
equipment, there are circumstances easily imag- 
inable which would render it relatively helpless. 

You may not be aware that at least three times 
in the past thirty-one years New York city has 
stood so close to the edge of a great conflagra- 
tion that people who were aware of the situation 
were in a state of apprehension. In one of 
these cases an official connected with the New 
York city water supply engaged quarters for 
his family outside the city in order to be able 
to move out of reach of the danger, which he 
believed to be inevitable. 

Modern New York city has not yet had a 
great conflagration. We hope and pray that 
this may never occur, but to doubt its possibility 
is absurd, in view of facts that may easily be 
determined. If it were to occur its chief re- 
source would lie in its stock fire insurance poli- 
cies, because of the fact that the companies 
are doing a national business and thus are able 
to distribute the risk in such a way that the 
premiums of millions of policyholders at thou- 
sands of points would make good the damage. 
This fact, in conjunction with careful admin- 
istration, whereby premium costs are kept down 
to the lowest figure consistent with the provision 
of real security, is the sole secret of the busi- 
ness of stock fire insurance and the reason why 
90 per cent of the $80,000,000,000 worth of fire 
insurance in the United States is carried in 
this form of company. 


—The National Fire Protection Association will re- 
move its head office, on January 1, to 40 Central street, 
Boston, Mass. 


R. B. IVES, PRESIDENT 


W. B. Clark Becomes Chairman of 
Aetna Fire Board 





A. N. WILLIAMS TO RETIRE 





Unexpected Action at Directors’ Meeting 
Brings Chicago Manager Back to Home 
Office in Executive Capacity 


Hartrorp, Conn., January 8.—William B. 
Clark, for over thirty years president of the 
7Etna Fire Insurance Company and one of the 
best-known insurance executives in America, 
resigned at a meeting of the board of directors 
here today, the action coming after First Vice- 
President A. N. Williams had informed the 
directors that he planned to retire at the time 
of the annual meeting February 8. 

Ralph B. Ives of Chicago, vice-president of 
the AZtna at the Western branch, was elected 
by the directors to succeed Mr. Clark as presi- 
dent of the company. It had generally been 
taken for granted that when Mr. Clark, now 
in his eighty-second year, relinquished the presi- 
dency, Mr. Williams would be his successor, 
but that prominent insurance official made it 
plain that he plans to retire and while still in 


(Continued on page 27) 





WiturAm B. CLarK, CHAIRMAN OF THE BoarD OF THE ALTNA FIRE INSURANCE 
Company, HartrorD, CONN. 
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“Tt ain’t the individual, nor the army as a whole, 
But the everlastin’ teamwork of every bloomin’ soul.’’ 


TEAMWORK is the spirit of the Union Central Life Insurance Company. Each individual agent knows that 
the Company is back of him, ready to encourage and urge him onward in his work. 


Indications of Company progress during the past year are the establishment of a Service Bureau—the adoption 
of new policy contracts,—increased cash values,—and an increase in the interest rate to 5 per cent on policy pro- 


ceeds and on dividends left on deposit. 


Such progress gives two in one satisfaction,—satisfaction to policy-holders,—satisfaction to agents. 


You SERVE the Public 


You SERVE Yourself 


If You SERVE 


The Union Central Life Insurance Company 


Cincinnati, Ohio 














PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


° s 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











New Disability Clause 


Two years ago this Company devised a Disability 
provision which was far in advance of any that had 
been previously contained in a life insurance policy. 
We now announce a new Disability provision. Its 
features are: 

Immediate beginning of a lifelong monthly income 

When total and permanent disability has lasted five 
years, the monthly payment will thereafter be in- 
creased 50%. 

When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 
100%. 

Total disability that has lasted three months will be 
assumed to be permanent. 

Waiver of premium, of course, together with full 
annual dividends and a full annual increase in cash 
surrender value. 

As age increases, and the family income dwindles 
through diminishing resources, the disability income 
increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life InsuranceCo. 
ot New York 


34 Nassau Street, New York 
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The Life Insurance Business 


By E. W. RANDALL 


President, the Minnesota Mutual Life Insurance Company 


IFE insurance is a business with a heart 
to it. 

It is business, all right. It 
headed, successful, prosperous business, founded 
on experience and guided by common sense. It 
pays dividends. But, more than any other busi- 
ness in the world, it deals in the elements of 
human life. Its merchandise is not metals or 
machinery or new inventions, but thrift and 
foresight and family affection; and its returns 
are to be estimated in terms of old-age comfort; 
the protection of widowhood and the education 
of children. It isn’t sentimental, but it is 
human through and through. 

In the early days, when life insurance was 
new and experimental, it had some of the 
aspects of a lottery. Some people still think of 
it as a gamble with death. This is a mistake. 
It is an investment. And for the man who 
cannot afford to take chances, it is the safest in- 
vestment known. It is as safe and sound as 
an investment in government bonds and it has 
an added advantage for the man of limited 
capital in that it enables him to put small sums 
of money into one of the greatest business en- 
terprises of the country and so become a sharer 
in the prosperity which is the result of a busi- 
ness dealing annually in the billions. The 
gamble has all been taken out of life insurance. 
It is stability personified. 

It not only offers an opportunity for a safe 
investment, but it is a training in thrift and 
self-control. Human nature is weak. To spend 
thoughtlessly, to be a “good fellow,” to go with 
the crowd, is very easy and very natural. But 
when a man has become a policyholder, he has 
given hostages to fortune. He has taken the 
first step on a ladder which leads to prosperity, 
and every payment that he makes is an inspira- 
tion to make his position more secure by taking 
the next step. Beyond question, life insurance 
is a wonderful incentive toward saving and 
thrift. 

It is also the 
devised for protecting the future of the in- 
vestor or his family. Every other form of 
investment that offers high returns involves an 
element of hazard, but life insurance offers 
legitimately a return a hundred times greater 
than could be expected in any other way. For 
example, among the claims paid by the Min- 
Nesota \utual Life Insurance Company during 


is hard- 


most effective method ever 


the first quarter of 1922, were the following: 
$2000 against a payment of $28.21: $1500 
against a payment of $152.93 ; $2000 against pay- 
ments of $192; $1000 against payments of 
$246.19; $2000 against payments of $270.06; 
$4000 against payments (covering twenty-two 
years) $1683.16 $5000 against payments of 
$646.80, and $6000 against one payment of 
$456.72. These are merely samples of our 
every-day business. If a man has the good 
fortune to live so long that his returns more 
nearly approach the basis of savings-bank in- 
terest rates, he will not grudge the reduction, 
since he is still getting an adequate return on 
his money and all during the uncertain years he 
has had the certainty of protection, should any- 
thing have happened to him. And peace of 
mind adds length of days. 

Life insurance is a buffer against the shock of 
death. A home partly paid for, a mortgaged 
farm, an encumbered stock of merchandise or 
business enterprise, is a poor asset for a family 
from which the bread-winner has been taken. 
The life insurance company is in a position to 
come to the rescue in just such cases. But 
the covenant must have been made while still 
alive ! 

It is not the poor man alone who can advan- 
tageously use life insurance. It gives repose to 
the rich as well as courage to the poor. It is 
universal in its application, and its service is 
adapted to all conditions of men. It is for the 
well-to-do and prosperous quite as much as for 
It provides credit for the expansion of 
A business man 


others. 
business, for new enterprises. 
must have credit to enable him to take advan- 
tage of sudden opportunities, or to meet unex- 
pected emergencies. If he has a policy in a good 
life insurance company, he knows that he has 
an unassailable line of credit back of him. 
Life insurance service is particularly desir- 
Getting out of debt is 
Plans can 
The incubus 


able for men in debt. 
generally a slow and tedious matter. 
seldom be carried out on schedule. 

of debt hangs over many families for many 
anxious years. Every debtor no doubt feels 
that if health and strength are spared him he 
will in due time pay in full. But he cannot be 
certain of continuing health and strength, while 
he can make certain that if the unexpected 
should happen to him, some insurance company 
will step in to complete his task and pay the 
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debt for him. Every insurable person in debt 
can have full protection against that debt by a 
comparatively trifling increase in the daily ex- 
pense account. Is it not astonishing that any 
man, looking into the uncertain future, should 
fail to avail himself of this strong and assured 
support through his years of effort? 

Life insurance is growing. On January 1, 
1860, the number of policies in force in legal 
reserve companies in this country was only 
49,608, and the total amount of insurance in 
force was $141,497,977. In I9g21 there were 
70,672,953 policies in force, representing $47,- 
077,288,231. This that the American 
public is coming to recognize what life insur- 
ance stands for. Yet it is also true that even 
to-day barely ten per cent of the life hazard of 
the country is covered. There are still many 
men with no insurance at all, and many who 


shows 


are carrying insurance in insufficient amounts. 

Minnesota is showing intelligent interest in 
the subject. Commissioner George W. Wells 
reports that insurance premiums collected in 
Minnesota have increased go per cent in the past 
five years and 140 per cent in the past ten. 
He also calls attention to the important fact 
that the admitted assets of insurance companies 
operating in Minnesota have increased over I00 
per cent in the past ten years—an increase of 
over $4,500,000,000. A large part of this is in- 
vested in Minnesota enterprises. , 

This brings us to recognize another impor- 
tant service rendered by the insurance com- 
panies. Aside from the benefits accruing to the 
individual policyholders, the business of insur- 
ance henefits the entire community. dn 1921 it 
paid to the State of Minnesota in direct taxes 
$1,076,865. Thereby it lessened general taxa- 
tion. Furthermore, the investment of the cap- 
ital, surplus, and reserves of the insurance com- 
panies plays an important part in the develop- 
ment of the natural resources and business in- 
terests of both State and Nation. It is a source 
of money supply for the building of railroads 
and for other large undertakings. And the 
public is saved the cost of maintaining orphan- 
ages and almshouses for the orphans and the 
aged who have been protected by insurance. 

Directly, insurance is a benefit to every pol- 
icyholder and his family. Indirectly, it is a 
benefit to every tax-paying citizen. It is all 
good business—but business with a heart in it. 
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Life Insurance To-day 


No system of saving, or program of thrift 
thus far devised equals that afforded the Amer- 
ican citizen, male or female, by the forms of 
life insurance policies issued by legal reserve 
life insurance companies. 

In no way can the man or woman with a 
limited income create an immediate estate ex- 
cept by entering into a contract of life insur- 
ance. 

Only through a life insurance policy can a 
man or woman of limited income project into 
the future a definite, available, indefeasible es- 
tate which cannot be defeated by death, total 
disability or financial reverses. 

Only through a life insurance policy may 
a young business man dependent upon his own 
resources, relieve himself of the anxiety or 
fear of (1) death, (2) total disability, (3) 
financial embarrassment, (4) dependency in old 
age. 

Life insurance under a single form of policy 
for a premium which amounts to a few cents 
a day will provide, (1) $5000 for the protec- 
tion of dependents in case of death, (2) an in- 
come of $50 per month during total blog anent 
disability with waiver of premium and $5000 
for the beneficiary when the insured dies, (3) 
after three years a sum certain for immediate 
necessities in the way of a policy loan and (4) 
$5000 for use himself when he reaches the age 
of sixty or sixty-five, and this can be taken in 
instalments or the lump sum. The annual pre- 
mium for such a policy for a man twenty-five 
years of age ranges from $105, or 35 cents per 
day for each business day of the year to $145, 
or less than 50 cents per day for each business 
day, depending upon the class of policy and 
assuming 300 working days for a year. 

Life insurance meets through*one form of 
policy or another all the financial necessities 
of modern life. It protects the widow and 
orphan; it educates the orphan children; it pays 
off the mortgage on the homestead; it provides 
against the emergencies of physical impairment ; 
it makes available money for imperative neces- 
sities when none can be obtained elsewhere; 
it adds comfort and independence to old age; 
it enables the thrifty husband and father to 
extend into the future beyond the term of his 
own life an estate which can start his children 
in business; it offers corporate and partnership 
permanency where without it there may be mis- 
fortune or embarrassment if not bankruptcy: 
it encourages thrift and rewards the thrifty. 

Life insurance adapts its beneficence to all 
the necessities of human existence as does no 
other institution. 

The life insurance policy is a contract unique, 
unilateral and equitable. It is the only human 
commercial undertaking by the terms of which 
all the interested parties, insured, beneficiary, 
company and the public enjoy gains and experi- 
ence no-losses. Every gain is offset by an 
equivalent loss in the ordinary gainful con- 
tract. The life insurance contract is optional 
as to the insured, irrevocable as to the insurer 

From a pamphlet by Thomas W. Blackburn 
tary of the American Life Convention. 


and is so balanced in its equities that it is based 
upon equivalents and equations. 


Lire INSURANCE TESTED 

For half a century this great institution of 
co-operative commercial endeavor has been 
tested, tried as by fire and found equal to all 
the contingencies of a complicated system of 
business in a fast growing country. Panics, 
pestilences, war, attacks of demagogues, unfair 
and unfavorable legislation—all the hindrances 
to human advancement and all the checks upon 
national and individual prosperity, have been 
met by life insurance. No contract has been 
repudiated, no agreement has failed of perfor- 
mance, no legal reserve company has become 
hankrupt with loss to beneficiaries, within forty 
years. Life insurance on the legal reserve plan 
is as safe as an established government. 

Legal reserve life insurance contracts have 
saved perhaps a million men from hopeless 
bankruptcy in the panics of the last fifty years. 
More men and institutions were enabled to 
weather the stressful period of the last two 
years by reason of life insurance contracts 
than statistics will ever make known. It is 
common knowledge that hundreds of the smaller 
banking institutions of agricultural America 
would have failed but for the loan values and 
cash surrenders of the policies carried by their 
borrowing clientele. 

Legal reserve life insurance for three-quarters 
of a century has withstood every assault, 
weathered every panic, outlived all experiments, 
pestilence, litigation and legislation. It enjoys, 
as it deserves, the respect and confidence of 
America. This is shown by the marvelous 
growth of the institution which now has $40,- 
000,000,000 at risk upon probably 25,000,000 
Americans, 90 per cent of whom, when they 
die, will leave behind little estate other than 
life insurance. 


Facts Worth KNowING 

These facts ought to be known to every man, 
woman and child America, for the life in- 
surance agent has sought to bring them to their 
attention. Few young men do know them. 
Fewer young women have ever thought of 
them. Women as well as men are offered the 
opportunity of saving money through life in- 
surance. 

Every human being who is insurable should 
realize that his most serviceable business 
acquaintance is the hard-working enthusiast 
whom many thoughtless persons deride—the 
life insurance salesman. He is the best friend 
of widows and orphans, the patient servant of 
an unappreciative public and his work lives 
after him in the memories of grateful women, 
innocent children and their hardheaded, un- 
sympathetic male relatives. 

These active, sentimental colporteurs of 
thrift and beneficence, by insistent, persistent 
industry, unexampled patience and faithful 
preaching and teaching of the gospel of legal 
reserve, old line life insurance, have enabled 
25,000,000 Americans to create 25,000,000 es- 
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Thursday 


tates aggregating in value more than $40,. 
000,000,000. 

The life insurance salesman should have the 
glad hand from every banker, business man, 
philanthropist and every good citizen whatever 
his occupation, whenever and wherever he ap. 
pears. His is a noble profession. Without him 
legal reserve life insurance—-greatest of all the 
achievements in modern human co-operative 
financial undertakings—would not be the orgap. 
ized beneficence it is to-day and the most 
phenomenal commercial fact of all history, 


Credit Insurance 

A Georgia loan was recently negotiated by a 
New York investment house. The loan papers 
required the borrowing company to maintain a 
reserve fund (like our contingency reserve 
funds) to protect the loaning company in any 
year when business might be poor, banks tight 
with money, etc. In addition to this they re. 
quired business insurance on the principal mem. 
bers of the firm. This shows that the business 
world is turning more and more to life insur. 
ance to help solve its credit problems. Fortunate 
is the insurance man who can visualize his 
opportunities in this direction—The Pelican, 


C. E. Reynolds Promoted to Manager 

The Public Savings Insurance Company of 
Indiana announces the appointment of Super- 
intendent C. E. Reynolds of the company’s 
Terre Haute division to the post of manager 
of that district. The promotion is due to the 
production record which Mr. Reynolds has 
established. 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 


A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5, 000, the face of the policy, will 
be paid. 

SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 

FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

Life. re 
Twenty Payment Life. oo o:o.0.0.¢- Meee 
Twenty Year Endowment. ... $240.10 


United Life and Accident eines Cor 
Home Office, United Life Bidg., Concord, N. H. 
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ESSENTIALS TO SUCCESS 


Extracts from What Life Insurance Is 
and What It Does 


REASONS FOR INSURING 


First Book of William Alexander’s Series a 
Mine of Common Sense Information 


This famous series of educational books on 
the subject of life insurance selling is written by 
William Alexander and is published by The 
Spectator Company. The books making up the 
series are: “What Life Insurance Is and What 
It Does,” “How to Sell Insurance,” “The Pros- 
perous Agent,” “The Art of Insurance Sales- 
manship, and One Hundred Ways of Can- 
vassing” (in press). The first named book is 
already available. 

The agent who wants to earn a big income 
must know of his own knowledge that life in- 
surance rests on foundations as steadfast as the 
everlasting hills. Consequently he will find 
“What Life Insurance Is and What It Does” a 
hook of exceptional value; for it deals with 
facts that he cannot gather in the field, but 
which are essential to his permanent success. 
In addition to this, the reasons why a man 
should insure are given in this book. And the 
reasons why he ought to insure are the reasons 
which the agent must advance to induce him to 
sure. 

Here are a few extracts: 

If a party of modern tourists should be ship- 
wrecked on a desert island they would be torced 
to live in a very primitive way. Finding no 
houses, they would build huts or seek the shelter 
of caves. Each man would make his own 
clothes of skins, and his own sandals of grasses 
or hide. And, if the natural protectors of any 
of the women and children in the party lost their 
lives, the men who survived would provide for 
them. —_ 

But as soon as these people got back to civil- 
ization, they would hasten to the tailor and the 
shoemaker. And, if wise, they would also 
abandon the primitive method of leaving their 
widows and orphans dependent on the voluntary 
charity of surviving friends, and would go to a 
life insurance company for the protection 
needed. 

But why should they wish to shift this re- 
sponsibility to a life insurance company? 

For the same reason that they would cease 
making their own clothes and shoes—because 
they would thus secure the desired protection 
with far greater safety, economy, and efficiency. 

Insurance of all kinds is based on the axiom 
that In union there is strength—on the old fable 
of The Bundle of Sticks—on the truth that a 
burden which would crush the individual may be 
borne with ease by a multitude of individuals. 
The need for life insurance is as old as civil- 
ization itself. In the early days, before there 
were life insurance companies, surviving rela- 
tives provided after a fashion for destitute 
widows and orphans; or the hat was passed 
round among friends and acquaintances; or the 
municipality, through the poorhouse and the 
asylum, offered an inadequate substitute for in- 
surance protection. But the life insurance 


company now does with efficiency and economy 
What all right-thinking people wish to have 
done, but cannot do themselves except in an 
inadequate or blundering fashion. 

_But what is a life insurance company? It is 
simply a business organization, established to 
furnish the people with the protection of life 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 


Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 





insurance of all varieties, in a thoroughly effi- 
cient manner. But every such company is sus- 
tained by the money contributed by the people 
who avail themselves of its services. And 
although it may not be managed by them. it is, 
if properly managed, conducted stricily in their 
interests. 

The full value of life insurance is not ap- 
parent if we consider its direct benefits only. 
To those must be added many incidental ad- 
vantages. 

The young man who takes a policy becomes 
a CAPITALIST instantly. And the capital thus 
created may form the nucleus of a substantial 
fortune. 

The man who carries an adequate amount of 
insurance gains confidence in himself, and in- 
creases the facilities for extending his credit 
and developing his enterprises. If he takes 
insurance to protect his family it safeguards his 
and if he takes it to safeguard his 
business it protects his family. 

The man who insures is relieved of worry 
and care. And multitudes of men have testified 
that when ill the thought that they had protected 
those dependent upon them by means of life 
insurance has done them as much good as a 
medicine. 

Life insurance is the most effective of all 
teachers of thrift. It provides the easiest, safest, 
and the best known method of establishing and 
fostering the habit of saving. 

The premium on a fire or marine policy is an 
expense. If the building does not burn, if the 
ship does not sink, there will be no return. 
Now, many people regard life insurance as they 
view fire and marine insurance. They regard 
the premiums as an expense, and something of 
a burden. This is not the right point of view. 
The premiums paid on a life insurance policy 
should be regarded as instalments of capital 
entrusted to the insurance company for safe- 
keeping. The policyholder should realize the 
fact that if the policy is continued, it will neces- 
carily mature and be paid, because what is only 
a possible contingency in the case of a building 
or ship, is a certainty in the case of a human 
being, since every man must die. 


Dusiness ; 


The Conscientious Agent Versus the 
Whirlwind 
“Ts business ‘fed up’ on the 
personality fetish? Is there not a ‘comeback’ 
against the man who goes out and puts over a 
big lot of insurance which lapses generously un- 
der calm deliberation? Is not the producer of 
smaller quantities that carry long renewals the 
real man for life insurance ?” 
The era of commonsense is with us again, 
and we are more firmly convinced than ever that 
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Somebody asks: 


the latter class is the backbone of our profes- 
sion. The companies do not want men who 
write “a whale of a business” and then have a 
big lapse the second year. 

It is the objective personality, the man who 
studies the buyer’s interest more than his own, 
that will win in the long run. Life insurance 
that is sold so that the buyer regards it as a 
vital thing in his life scheme which he must 
hang onto through thick and thin, sticks! He 
has not bought it because the salesman had a 
masterful way or a commanding presence. Tis 
mind was not on the salesman at all, but on 
what the salesman had that the buyer impera- 
tively needed. This is the type that makes good 
in life insurance.—New England Pilot. 
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INHERITANCE TAX DATA 


Interesting Phases of State Taxation of 
Service to Life Agents ~~ 

will be found summaries of recent 
decisions and rulings concerning inherit- 
ance taxation derived from Prentice-Hall In- 


Points brought out will 


3elow 


laws, 


heritance Tax Service. 
be found interesting and helpful by life insur- 
ance agents. 

Unitep STATES 

When life insurance is taken out by a wife on 
the life of her husband and the premium is paid 
entirely by her from property owned in hei 
own right, such life insurance is held as not 
constituting a part of the gross estate of the 
decedent and, therefore, is not taxable. 

A gift to a trustee for the use of a charitable 
corporation, but not exclusively for such use, 
is not exempt from taxation under Section 403 
(a) (3) of the Revenue Act of 1918. 

A gift to a trustee for the use of a charitable 
corporation subject to be defeated by the exer- 
cise of a power and discretion vested in the 
trustee, is not exempt from taxation under Sec- 
tion 403 (a) (3). 

HAwaAII 
‘ j 1- 


Che rates of taxation and Classes Ot bene 
oy 


ficiaries in Hawaii are as follows: 
father, mother, husband, wife, child, grandchild 


or adopted child, on sums in excess of $5000; 


I egacies to 





Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives. 


Joseph C. Behan, Supt. of Agencies 
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on $5000 to $20,000, 114 per cent; on $20,000 
to $50,000, 2 per cent; on $50,000 to $100,000, 
24 per cent; on $100,000 to $250,000, 3 per cent; 
on over $250,000, 3% per cent. 

In all other cases, except aliens and non- 
residents of the United States, on sums in ex- 
cess of $500: On $500 to $5000, 3 per cent; 
on $5000 to 20,000, 5 per cent; on $20,000 to 
$50,000, 514 per cent; on $50,000 to $100,000, 
6 per cent; on over $100,000, 614 per cent. 

On transfer to an alien or non-resident of 
the United States, 10 per cent of the market 
value in excess of $500. 


MASSACHUSETTS 

The classification of beneficiaries in Massa- 
chusetts is as follows: Class A. Husband, 
wife, parent, child, grandchild, adopted child 
or adoptive parent. Class B. Lineal ancestor 
or descendant, except those in Class A; lineal 
descendant of adopted child, lineal ancestor of 
adoptive parent, wife or widow of son, husband 
of daughter. Class C. Brother, sister, half- 
brother, half-sister, nephew, niece, stepchild or 
Class D. All others except Class 

Gifts for charitable, educational 


stepparent. 
i. (Glassek: 
or religious purposes exempt by law from taxa- 
tion, trusts for charitable purposes for city, 
town or public purposes within the State. 

Exemptions are as follows (where value of 
interest exceeds exemption, tax is computed on 
entire amount): Class A. $10,000 to all ex- 
cept grandchild, to whom exemption is $1000. 
Class B, C and D, $1000. Class FE. Entirely 
exempt. 

Rates of tax are graded by amounts into 
eight groups as follows: Up to $10,000; $10,- 
000 to $25,000; $25,000 to $50,000; $50,000 to 
$250,000; $250,00c to $500,000; $500,000 to 
$750,000; $750,000 to $1,000,000; over $1,000,- 
000. The rates of tax for different classes, in 
order of the groups of amounts above named 
are: Class A. J per cent, 2 
cent, 4 per cent, 5 per cent, 5% per cent, 
cent, 7 per cent. Class B. 1 per cent, < 
cent, 4 per cent, 5 per cent, 6 per cent, 
cent, 8 per cent, Glass C. 
cent, 5 per cent, 7 per cent, 8 per cent, ¢ 
cent, 10 per cent, TI per cent, I2 per cent. 
Class D. 5 per cent, 6 per cent, 7 per cent, 8 
per cent, 9 per cent, To per cent, II per cent, 


per cent, I 


Q per cent. 


12 per cent. 
ALASKA 
Beneficiaries in Alaska are divided into five 
follows: 1. Wife or lineal issue. 
lineal ancestor, adopted or 


classes, as 


Il. Husband or 
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mutually acknowledged child. ITI. Brother 
sister or descendant thereof, wife or widow of 
son, husband of daughter. IV. Uncle, aunt, 
or descendant thereof. V. All others, 

The tax rates are as follows: As to Clas 
I, on excess above $10,000, I per cent on first 
$15,000 after deducting exemption; 2 per cent 
on next $15,000; 21% per cent on next $20,009; 
3 per cent on next $50,000; 3% per cent on the 
balance. 

As to Class II, on excess above $10,000, ex. 
cept as to lineal ancestor, in which case it is op 
excess above $3000: 11% per cent on first $15,099 
after deducting exemption; 3 per cent on next 
$15,000; 334 per cent on the next $20,000; 4¥ 
per cent on the next $50,000; 514 per cent on 
the balance. 

As to Class III, on the excess above $1009: 
3 per cent on the first $15,000 after deducting 


(Continued on page 24) 





General Agency 
contract is a valu- 
able franchise, de- 
sirable because it 
recognizes personal ability 
and ambition and rewards 
them with broader fields 
of action. 


SS] 
A) 


Since 1884 this Com- 
pany has sought men of 
ability and ambition suc- 
cessfully; but there is al- 
ways room for one more. 
Are you the man? 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield FT Illinois 
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ADDED AGENCY OPPORTUNITIES 


icts are open to men of established ability and integrity. Standard policy forms are now 
etween the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 


EDMUND P. MELSON, President 


J. DE WITT MILLS, Secretary 
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GRAPHIC SELLING CHARTS 





A Unique Series of Colored Graphs 
for the Use of Life Insurance 
Agents 





IMPORTANT FEATURES OF LIFE IN- 
SURANCE DEPICTED 





With These Graphs the Agent Can 
Quickly and Easily Demonstrate the 
Facts of Life Insurance 


A publication which is unique in the life in- 
surance business, and which will undoubtedly 
assist life insurance agents to sell many mil- 
lions of new business, is entitled “Graphic 
Selling Charts.” It has just been published by 
The Spectator Company, the charts having been 
prepared and the text matter written by F. H. 
Kortright, a well-known student and lecturer 
on life insurance. 

Briefly summarized, this valuable loose-leaf 
book contains four chapters of text, which may 
be described as a first course for the life agent 
in “How to chart the facts of life insurance,” 
which are followed by twenty-seven charts, in 
varied colors, embracing six distinct 
colors, each depicting and stressing some salient 
feature which it is desired to impress upon the 
prospect, cach chart being accompanied by a 
page of explanations as to the best method of 
using the particular chart, from which the agent 
prepares himself before demonstrating the chart 
or charts to his prospect. 

The text deals with “The Object and Purpose 


some 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 
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of Graphic Selling Charts”; “The Psychology 
of Selling by Charts”; “Eight Practical Can- 
vasses with Charts,” and “How to Study and 
Demonstrate Charts.” 

The colored charts, which are most attrac- 
tively prepared and engage and hold the pros- 
pect’s attention from the start, are divided into 
three series, as set forth below: 


Serres A.—GENERAL FActs 

1—An Insurable Asset. 

2—Figure It Out Yourself. 

3—Amount of Insurance $100 Per Annum 
Will Buy on Various Plans. 

4—We All Must Die—Expectancy of Life at 
Various Ages. 

5—Increasing Cost of Insurance Premiums at 
Different Ages. 

6—Percentage of Deaths from Most Common 
Diseases. 

7--Can You Afford More Insurance? 

8—Capitalized Value of Various Annual In- 
comes. 

9—How 
Carry? 

10—A Comparison—Fire Insurance and Life 
Insurance. 

11—If you Should Die. 

12—The Value of the Loan Feature. 

13—Growth and Strength of Old Line Insur- 
ance Companies in the United States. 

14—Of 100 Men, Those Incapable of Self- 
Support at Various Ages. 

I5—A Startling 
Widow? 

16—The Varying Fortunes of 100 Average 
Men. 


Much Insurance Should a Man 


Few Facts—You? Your 


Serres B.—Poricies 
1—Participating 20-Year Endowment. 
2—Participating 20-Payment Life. 
3—Participating Ordinary Life. 
4—Continuous Monthly Income. 

ing 20-Payment Life Plan. 


Participat- 


Serres C.—CLAUSES AND OPTIONS 

1—A Comparison—Ordinary Life, 20-Pay- 
ment Life, 20-Year Endowment. 

2—Premiums, Cash Surrender, Paid-Up In- 
surance, Participating 20-Payment Life. 

3—Settlement Privilege No. 1. 

4—Settlement Privilege No. 2. 

5—Disability Clause, Illustrated by 20-Pay- 
ment Life Participating Policy. 

6—Extended Insurance Clause, Illustrated by 
Participating 20-Year Endowment. 

7—Extended Insurance Clause, Participating 
20-Payment Life. 

A glance at the foregoing list shows that 
many strong arguments for taking life insurance 
—and doing it now—are vividly portrayed in 
a manner to thoroughly interest and convince 
the prospect, and, therefore, “Graphic Selling 
Charts” powerfully aid the agent in selling in- 
surance. 

“Graphic Selling Charts” is furnished in a 
flexible charts being 
printed in several colors, and both charts and 
text printed upon buff ledger paper. 

The size of each sheet is 8% x 11 inches. 
There are 66 sheets to a set, of which 27 are 


loose-leaf binder, the 
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charts and 39 are instructive and explanatory 
text. 

The price of “Graphic Selling Charts” is 
$10 per copy, with discounts for quantity orders. 





PROVIDENT LIFE AND ACCIDENT 
CONVENTION 
1923 Gathering Celebrates Company’s Best 
Year—Five Departments Start Record 
Year 


The 1923 Home Coming Convention of the 
Provident Life and Accident Insurance Com- 
pany, Chattanooga, Tenn., was in session from 
December 28 to December 30, 1922, and ended 
with a banquet at the Hotel Patten in that 
city. More than 150 qualified agents attended 
the festivities, which were in the nature of a 
celebration of the 1921-1922 season, since the 
past year showed a premium return over one- 
third greater than the year 1921. 

The convention program was enlivened by a 
barbeque held on the top of Signal Mountain 
and by a luncheon given at the Chattanooga Golf 
and Country Club. The evening that saw the 
end of the convention also witnessed a theater 
party and at the banquet which was served that 
night, several prominent speakers were heard. 
Among the orators of the evening were: In- 
surance Commissioner E. N. Rogers, Mayor A. 
W. Chambliss of Chattanooga and Professor S. 
J. McCallie, president of the Southern Associa- 
tion of Schools and Colleges. 

The newspapers of the city gave the conven- 
tion extensive publicity, the Chattanooga News 
getting out a front page supplement, containing 
convention news and photographs of prominent 
agents. During its 1923 campaign, the Provi- 
dent Life and Accident will devote special at- 
tention to its life department and plans are un- 
der way to extend this department’s activities. 
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Ask for— 


“How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effective in bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 


Make this collection of sales letters a 
part of your selling plan. Write for book- 
let 11-A now, 


WILLIAM S. HULL 
Direct-<Mail Sales Service 
«MADISON, CONNECTICUT 
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“Crazy Like a Fox” 


The village that and nothing 
Merely a few houses and a shop or two squat- 
ting beside a crossroads’ corner and sweltering 
under a July sun that turned the highways into 
choking clouds of dust whenever the faint 
breeze stirred. The Sunny-Side-of-the-Street 
Club was holding a session on the rickety 
wooden steps that led up to what was called, 
by courtesy “The Grange,’ where pleasant- 
looking farmers bought feed and grain for 
their livestock. 

One could hardly imagine anything so mate- 
rial as business being transacted in this atmos- 
phere. I stood leaning against a convenient 
post which just managed to support its end of 
The Grange roof and was myself half lost in 
the drowsiness of the noon hour when the sound 
of a motor car coming down one of the roads 
roused me. Some of the members of the 
aforementioned S. S. S. Club looked up from 
where they were sitting discussing the prob- 
abilities of rain arriving to break the dry spell 
and, with me, watched a neat roadster roll up 
before one of the houses across the way. Its 
occupant was alone and, as he stepped out, 
proved to be a tall, well-set man, wearing a 
dusty motor coat and carrying what looked 
like a brief case. Displaying a tremendous 
amount of energy in the midst of so much 
calm, he walked up the path in front of him 
with firm, quick strides and, reaching the door 
of the comfortable house, lifted the iron 
knocker. A moment later he entered and the 
door swung to behind him. 

One of the loungers near me spoke up. “Thet 
feller,” he said with ponderous emphasis, “is 
crazy!” Having delivered which oration the 
speaker spat dexterously and resumed his semi- 
somnambulant pose. Another of the group re- 
plied to the remark. “Yah! He’s crazy—crazy 
like a fox! While you and me an’ the rest uv 
this town sets in the sun, thet feller hustles 
aroun’ and gits richer every day.” “Wal,” re- 
sumed the first man, “Ther ain’t no call to git 
all het up about it. But ‘tain’t necessary to go 
runnin’ an’ gitting sunstroke jest fer the sake 
uv a few dollars what anybody ud give ’im 
sometime, anyhow.” “Thet may be alright,” 
went on the criginal objector, “but | 
thet he’s got a nice car and ‘bout everythin’ 
else he’s apt t’ need. An’ sich es you ’re still 
wearin’ all the shine offen these here Grange 
steps.” The argument waxed eloquent and, 
fearing to be appealed to for a verdict, I sep- 
arated myself from the group and walked away, 
hearing as I did so, a repetition of that oddly 
“Yah! He’s crazy like 


was more. 


notice 


descriptive phrase, 
” 
a fox. 
MEETING THE MAN 


Subsequent questioning led to the information 
that the peculiar wording simply meant that 
the one to whom it was applied exhibited more 
than ordinary cleverness and hence was said 
to be “crazy like a fox.’ The colloquialism 
was certainly accurate when its meaning was 
explained and I began to wonder about the 
man to whom I had heard it applied so forcibly. 
Some days later I had the good fortune to meet 


him and he proved to be a Henry J. Swanders 
and his occupation that of life insurance agent. 
When I told him of the talk his appearance a 
few days before had occasioned he smiled. 
“They do not mean that as any indictment of 
me personally. As a matter of fact they are 
all very good friends of mine, but they have 
never grasped the idea that a day holds only 
twenty-four hours.” After some further con- 
versation I managed to get him to tell me 
something about himself and the work which 
caused him to be called “crazy like a fox.” 

It seems that his health had failed in the 
city and, having always been an insurance 
agent, he decided to move to this quiet place 
and here continue his vocation. The farmers 
in the little valley were well to do, he said, 
and many of them employed workmen and 
owned acres of land under cultivation, as well 
as having cows, horses, pigs and other live 
stock. 

Being an insurance man who had been ac- 
customed to success wherever he went, he had 
striven to adapt his ideas and methods of sell- 
ing his product to the community in which he 
found himself and had evolved a few rules for 
Some of these were—‘“A real man’s 

Eight for sleep, 
for meals and the 


action. 
day has twenty-four hours. 
four for recreation, three 
rest for work. He has to make the most of 
the nine left over if he wants to be successful.” 
“The industrious farmer only rests during meal 
times and in the evening. Don’t call on him in 
the middle of his work.” “If your man is not 
an industrious farmer, he’s not a good risk; pass 
on to another.” “The farmer’s livestock is part 
of his source of livelihood, generally a large 
If you can’t insure him, insure his live- 
Better still, do both.” 


part. 
stock. 


SELLING THE FARMER 


“The farmer,” said my new-found friend,” is 
a peculiar type of prospect for insurance. I 
don’t mean peculiar in the sense that there is 
anything queer about him, but simply that he 
has characteristics which the average city man 
either does not possess or else has sloughed off 
in the course of business. The farmer is, first 
of all, slow to decide upon a new cash outlay. 
He sees the point rapidly enough but cash 
expenditures represent a definite item to him 
and as such are not to be treated lightly. Sec- 
ondly, he rarely makes up his mind in insurance 
matters without the counsel of his wife or some 
other member of his immediate family. This 
really works to the advantage of the agent, for 
it enables him to grasp the opportunity to sell 
two policies. Because of these things, the farmer 
cannot be rushed. Rapid methods which would 
prove necessary in selling a metropolitan pros- 
pect, merely breed doubt in the farmer’s mind 
and may cause the loss of what might have been 
a paying policy. Never forget that, in serving 
the insurance needs of the farmer, you are 
really building up the national wealth, for it 
has been said by more than one authority that 
‘No is greater than its agricultural 
strength. Bear this continually in mind and 


nation 
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you cannot lose interest in your work, Believe 
in your mission and you will find that the 
farmer will believe in you and through you, in 
the company you represent.” 

“Tell me,” I questioned this Mr. Swanders, 
“in what do you find the farmer most inter. 
ested?” The life agent thought a moment fy. 
fore replying and then he said; “The farmer js 
interested first in the welfare of his family, 
afterwards in that of his home, secondarily jg 
that of his crops and livestock, since from them 
he makes his living, and lastly in himself. It js 
very difficult to sell the farmer an insurance 
policy covering his life if the argument is baseq 
on the good it may do him, as in the case of 
an endowment policy or one which matures at, 
say, age sixty-five. On the other hand, if yoy 
point out that in the event of his death his family 
will be provided for, his mortgage lifted and 
the expenses of the children’s education met, 
you are liable to have more success.” 


INSURING THE FARMER’s Goons 

“Modern times,” went on the successful life 
agent,’ have brought many benefits to the 
farmer which are also benefits to the insurance 
agent when properly handled. First among 
these, is the automobile. Your city man may 
possess his car for pleasure only, but this js 
rarely true of the farmer. In the country the 
automobile serves a double purpose. It isa 
pleasure vehicle and it is also a farm necessity, 
Its loss may mean serious interference with the 
farmer’s work, particularly if the man who 
owns it is a cattle dealer or is engaged in some 
other work which requires traveling about the 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 


reference. Address, 
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STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 
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BUILD 
YOUR OWN 
BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 
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country. Usually your prospect will agree that 
insurance in this case is a good thing.” “But,” 
I interrupted, “it is life insurance of which we 
are speaking. What about its benefits?” 


Lire INsurANCE BENEFITS FOR THE FARMER 

“The farmer,’ replied my instructor, “needs 
life insurance perhaps more than any other class 
When you 
sell the farmer life insurance you can do so in 


and it affords him great benefits. 


the certain knowledge that you are doing what 
is best for the future of himself and his family. 
The average farm is mortgaged and the farmer 
himself has little which, after his death, can 
provide for his family. Usually his goods are 
put up at auction and realize less than half 
what they are worth to him during life. He is 
vitally interested in education for his children, 
for he has been taught the value of agricultural 
education through the various farm bureaus 
and the need for intellectual education has been 
forcibly borne upon him by the records of the 
leading figures in the commercial world and the 
pressure of modern developments. Life insur- 
ance will make this education for his children 
possible even in the event of his death. Insur- 
ance money may be the means of paying off a 
mortgage entirely or at least of paying the 
interest for some time so that his family will 
be free to live in the home that is theirs and 
his sons, if any, can carry on the work which 
he commenced. 

“Then, too, new machinery may be necessary 
on the farm as well as additional livestock and 
the insurance money will provide for such 
needs and permit the place to go on furnishing 
a living for those who are left. The cost of 
sickness, doctor’s bills and final expenses can 
be met by this type of insurance and will prove 
of great value to the widow or children in that 
they will not have to struggle to produce the 
money or have to draw upon any reserve fund 
which may have been laid away for the purpose 
of paying off the mortgage or for some other 
use.” As he finished speaking I realized that 
this life insurance agent had made a study of 
his prospective customers and had applied to 
his work the lessons learned in that scrutiny, 
taking practical advantage of his observation. 
A thorough familiarity with the requirements of 
the farmer had enabled him to build up a profit- 
able clientele and attention to such matters as 
would prove of worth in the sale of farmer’s 
insurance had made his income certain. Truly, 
thought I to myself, this man’s keenness and 
business acumen entitled him to be styled, in 
the quaint colloquialism of that section, “Crazy 
like a fox.” 


Taylor General Agency Makes Record 


The Philadelphia general agents for the 
Northwestern Mutual Life of Milwaukee, C. 
B. & H. M. Taylor, wrote $5,696,794 of new 
business in 1922, an increase of 27 per cent. 
Its paid for business, $4,000,314, increased 49 
per cent over 1921, and exceeded the business 
of 1920 by $181,444. 





—tThe Association of Life Insurance Presidents has 
issued the proceedings of the 1922 meeting. 
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An Auditor’s Experience 

We are particularly interested in a letter from 
a railway auditor whose endowment had just 
matured. He not only thinks that he has had 
“a very good return” but goes on to say, “How- 
ever, the chief satisfaction in life insurance is 
the thought that those dependent on you are 
protected in case of emergency. I have had 
the comforting reflection in several critical ill- 
nesses in the past, that my family would not 
be left absolutely destitute in case of my 
decease.”—Provident Notes. 











H.ILL 
tile 
wee 


MONMOU T 
One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,700,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 19 States. For 
territory write today 


AGENCY DEPARTMENT 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, III. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 




















Inheritance Tax Data 
(Continued from page 20) 
exemption; 6 per cent on the next $15,000; 714 
per cent on the next $20,000; 9 per cent on the 

next $50,000; 1014 per cent on the balance. 

As to Class IV, on the 
4 per cent on the first $15,000 after deducting 
exemption; 8 per cent on the next $15,000; Io 
per cent on the next $220,000; 12 per cent on 
the next $50,000; 14 per cent on the balance. 

As to Class V, 
cept as to hospital, 
institutions in the territory, 
above $2500: 5 per cent on the first $15,000 
after deducting exemption ; 
next $15,000; 12% per cent on the next $20,000; 
I5 per cent on the next $50,000; 
on the balance. 


excess above $250: 


on the excess above $100, ex- 
educational and charitable 
when it is on excess 


10 per cent on the 
1714 per cent 


VIRGINIA 

In Virginia, beneficiaries are divided into four 
classes, as follows: Class A. Husband, wife, 
lineal ancestor or jineal descendant. Class B. 
Brother, sister, nephew, niece. Class C. All 
others, except Class D. Class D. Gifts for 
State, municipal, charitable, educational or 
ligious purposes in the State, or for the bene- 
fit of institutions in the State exempt from tax- 
ation. 

Tax rates are as follows: 
$10,000): I per 
$50,C00; 2 per cent on $50,000 to 


per cent on $100,000 to 


re- 


Class A 
on 


(exemp- 


tion cent amount over 


exemption to 


$100,000; 3 $500,000 ; 


4 per cent on $500,000 to $1,000,000; 5 per cent 
on excess over $1,000,000. 
Class B (exemption $4000): 2 per cent on 
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LIFE INSURANCE SECTION 





We are satisfactorily handling 


REINSURANCE 














risks on the Coinsurance basis. 
your papers. 


Head Office, Waterloo, Ontario. 





for a number of American Life Companies. 


THE ONTARIO EQUITABLE LIFE & ACCIDENT 








amount over exemption to $50,000; 4 per cent 
on $50,000 to $100,000; 6 per cent on $100,000 
to $500,000; 8 per cent on $500,000 to $1,000,- 
oco; 10 per cent on excess over $1,000,000. 

As to Class C (exemption $1000): 5 per cent 
on amount over exemption to $50,000; 7 per cent 
on $50,000 to $100,000; 9 per cent on $100,000 
to $500,000; 12 per cent on $500,000 to $1,000,- 
000; 15 per cent on excess over $1,000,000. Class 
D is entirely exempt. 


PENNSYLVANIA 
There are three classes of beneficiaries in 
Pennsylvania, Class A. Includes 
wife, child, lineal 
child of a former 


as follows: 
mother, 
descendant, adopted child, 


father, husband, 


husband or wife, 


mother stands in same relationship as in case of 
All others, except q 
Gifts for exhibition pur § 
Class C is entirely 9 : 


legitimate child). Class B. 
Glass C.. “Glass. 
poses for sole use of public. 
exempt, but there are no Sap gps for Classes 
A and B. There is a tax of 2 per cent upon 
the entire amount of estate as to Class A, and | 
of Io per 
—The Ontario Equitable Life and Accident Insur- © 
ance Company of Waterloo, Canada, completed an ™ 
other successful year in its history by writing $9, 436, 
522 of insurance in 1922, as compared with $6,672, 258 
in 1921. 
home office. 
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INDIANAPOLIS, 








Established 1899 


PRESIDENT 








AMERICAN 
CENTRAL 


Insurance Co. 


IND. 


HERBERT M. WOOLLEN 


old Agents. 


Vice-President 





Home Office 
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Agency Co-operation |; 


as practiced by THE GUARDIAN furnishes to 
our representatives, among other things: 


AN AGENT’S TRAINING COURSE—A complete 
and original Educational Course for new and 


ADVERTISING HELPS—A Prospect Bureau that a 
develops real 
Useful advertising material which is appreciated 
by prospects and policyholders helps our Agents 
to secure new prospects, hold old business, and 


build good will. 


If you want to know the whole story of what 
this Company is doing for its Agents, address: 


T. LOUIS HANSEN, 


The Guardian Life Insurance Company 


Established 1860 under the Laws of the State of New York 


insurance sales opportunities. 


GEO. L. HUNT, 


or J 
Supt. of Agencies 


OF AMERICA 


50 Union Square, New York 













You will appreciate our quick decision and prompt service in your cases, F 
Reinsurance on the yearly Renewable Term plan, or for substandard 
Our decision given by wire on day of receipt of [ 
INSURANCE COMPANY 
S. C. Tweed, President, 4 


wife or widow of a son] 
(illegitimate child has status of legitimate child 7 
on maternal side as to himself and wife; and% 


cent as to Class B. ua 


Bs 


The company is now firmly established in its Ba 
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AGENTS’ LICENSE LAW 


pill Before Indiana Legislature Drafted by 
Commissioner T. S. McMurray 


InDIANAPOLIS, INv., January 8.—A bill fix- 
ing qualifications for insurance brokers and 
agents, and a bill designed to bring under the 
State insurance department certain insurance 
business not now included have been drafted by 
the State insurance department for introduction 
in the legislature which convened January 4. 

The State has no statute fixing qualifications 
for insurance brokers or agents, and the State 
insurance department may revoke an agent’s 
license only for misrepresentation or for 
embezzlement. 

The proposed bill to fix qualifications would 
ficense all agents and brokers on application by 
the companies for the representatives. Banks 
or trust companies might under certain condi- 
tions be licensed to sell insurance except life in- 
surance. Licenses would expire in December of 
each year. Companies would pay an annual 
license fee of $3 for a representative not resi- 
dent in Indiana, and $1 for a resident of the 
State. Arrangements are made whereby agents 
could employ solicitors who would be licensed 
for $2 a year. Brokers would be licensed for 
$25 a year. This bill does not apply to fra- 
ternal or to farmer mutual insurance agents. It 
carries provision for a fine of from $25 to $100 
and revocation of license. 

The second bill would make it “unlawful for 
any person, persons, firm, association or cor- 
poration to issue any policy of insurance, ex- 
change any contracts of indemnity, assume any 
insurance risk, or in any manner engage in the 
business of insurance, except in accordance with 
a specific statute of this State and the rulings 
of the Commissioner of Insurance pursuant to 
such statute and in conformity therewith.” A 
fine of from $50 to $200, or exclusion from the 
insurance business for one year, or both, are 
provided as penalties in the bill. 


Northern Insurance Journal 


The second annual volume of Nordisk 
Farsakringstidskrift (Northern Insurance Jour- 
nal) has been issued by the insurance associa- 
tions of Sweden, Denmark, Norway and Fin- 
land. 


Boston Insurance Company’s 50th 
Anniversary 


The Boston Insurance Company is celebrating 
its fiftieth anniversary by presenting its friends 
with handsome gold pencils. 


eoane New York Insurance Department has issued 
its 1923 edition of Fees and Taxes Charged Insur- 
ance Companies under the Laws of New York. This 
also shows the charges against New York companies 
in other States. 


REINSURANCE SUIT 


Marine Office of America Against 
New Jersey Insurance Company 


OVER $250,000 INVOLVED 


Arbitration Award Not Acceptable Because 
of Resignation of One of Three 
Arbitrators 

Suits for reinsurance losses amounted to over 
have been instituted by companies 
represented in the Marine Office of America 
against the New Jersey Insurance Company. 

The reinsurance was on “lake earnings” and 
was placed by an employee of the Marine Office 


$252,000 


in New Jersey on the basis of certain repre- 
sentation. The New Jersey later claimed these 
representations to be false and misleading and 
upon its protest the Marine Office employee 
agreed to place the line for the New Jersey 
in the Paris market, and succeeded in doing so. 
The Paris companies soon cancelled the line, 
however, upon the same complaint originally 
made by the New Jersey, that is, that they had 
accepted the reinsurance because of certain 
representations which later proved wrong. 

The Marine Office of America accepted the 
return of the entire premium without prejudice 
to the rights of either side and the question of 
the liability of the New Jersey was then placed 
in the hands of a board of arbitrators, con- 
sisting of Albert Ullman for the New Jersey, 
Frank Osborn for the Marine Office of Amer- 
Douglas Cox, of Appleton & Cox, 
as umpire. The arbitration period was orig- 
inally agreed upon to extend from August to 
November, 1922. Several extensions were 
granted, the last being until December 22. An- 
other extension was asked for in order to 
further digest the evidence taken, and the New 
Jersey refused such extension. Mr. Osborn 
thereupon resigned. 

Another effort was made by the Marine Office 
of America to extend the period of arbitration 
and to secure the appointment of a substitute 
arbitrator, but despite this effort, the two re- 
maining arbitrators went ahead with a decree 
releasing the New Jersey from liability on the 
grounds of misrepresentation and material sup- 
pression of facts. 

In view of the fact that one of the arbitrators 
resigned before any decision was arrived at, 
and also in view of the fact that an extension of 
time sufficient to permit a substitute arbitrator 
to intelligently act in the matter was refused 
by the New Jersey Insurance Company, the 
Marine Office of America Companies state that 
their rights were prejudiced, that the arbitra- 
tion agreement was voided and that there has 
been no award. Accordingly, they have in- 
stituted the suits above mentioned. 


ica and 


Handy Insurance Chart of British 
Companies 

The 1922 edition of the “Handy Insurance 
Chart of Brirtish Companies” has been pub- 
lished by the Post Magazine. The 1922 issue 
includes the figures of the last published bal- 
ance sheets, that of 1921. 

In this number, footnotes appear to each 
company, showing the net reserve adjustment, 
the percentage of the marine fund, the amount 
of the net profit or loss, and the percentage 
which this bears, not only to premiums, but also 
to paid-up capital. The percentage reserved for 
unexpired risks before arriving at profit is also 
stated for each company. 

The preface includes a distinctly novel table 
illustrating how the total claims include settle- 
ment in respect of premiums of earlier years. 
The chart also contains its standard tables of 
income, outgo, ratios, etc., covering the years 
1918 to 1921, inclusive, and embraces 76 pages. 
It can be procured at $1.75 per copy through 
The Spectator Company. 


New York State Insurance Field 

lor the Middle States, the Insurance Field 
publishes a directory covering New York State 
(outside of New York city), one covering 
Greater New York (city), and one devoted to 
New Jersey. The 1922 edition of the “New 
York State Field Annual and _ Insurance 
Directory” has just been issued, and contains 
over 460 pages of interesting data. There are 
statutory requirements, 5-year results, lists of 
underwriting organizations, fire rating bureaus, 
licensed companies, lines written by companies, 
class record by companies, State, special and 
local agents, adjusters, etc. This book sells at 
$5 per copy, in substantial binding. 





ARE YOU REPRESENTED IN 
CANADA? 


Fire, Liability and Automobile 
Insurance 


A general Insurance Agency, Incorporated 
under the Laws of Province of Quebec and 
having years of successful accomplishment 
in other lines of insurance underwriting, is 
prepared to use its present organization com- 
bining French and English, and consisting 
of four offices located in the principal Cana- 
dian cities and 1500 Agents covering every 
important centre in the Dominion, particu- 
larly in the Province of Quebec, in under- 
writing fire, liability and automobile insur- 
ance. Qn present connections this agency’s 
yearly casualty premiums exceed $300,000. 

The financial responsibility of this Agency 
will stand the strictest investigation and 
proper credentials will be furnished Com- 
panies interested in securing Canadian 
representation. 

Write “Canadian Insurance’, Suite 305, 
260 St. James St., Montreal, Canada. 














Has paid losses for 
over 50 years 


J. HARRIS LENKER, President 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 
fair and prompt adjustment of losses 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manager. 
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WESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 


FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 


W. B. MEIKLE, President & General Manager 
UNITED STATES STATEMENT, JANUARY 1, 1922 





ASSETS.. ; . $4,835,545.26 
SURPLUS IN UNITED STATES. g, 8115991555. 35 
TOTAL LOSSES PAID IN UNITED STATE 

FROM 1874 TO 1921 INCLUSIVE.  aiieiaiiiite 














$10,000.00 with $200.00 per Month 
Costs $80.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 150,000 Claims Paid $5,000,000.00 


Unusual Agency Opportunities at present in Centra 
States 








Our Leading Salesman in 1921 made over $15,000.00 


Business Men’s Assurance Company 
W. T. GRANT, President KANSAS CITY, MO. 

















UNION HISPANO AMERICANA President One Million Dollars 
FIRE AND MARINE i 
INSU RANGE COMPANY CHICAGO “AMERICA FORE” SAN FRANCISCO 
31 SOUTH WILLIAM STSEET _— 
New York = ) 
MARINE INSURANCE AND REINSURANCE | | 
FIRE REINSURANCE | 
emanenne BROAD 4478 ° 
The Fireman’s Fund has 
INCORPORATED 1832 ‘ 
re Fi 4 Mari | special departments and | 
V irginia ire af arine |; field men trained to help | 
INSURANCE COMPANY OF RICHMOND, VA. | || " " | 
lonaues 3,000 ‘ | Fireman’s Fund agents get 
Reserve for Unearned Premiums...............+++++ $1,149,297.48 K ‘ 
ee... rerenerieseisig ses ia. Bb ROA the best for their clients 
Net Surplus... .........sccc..ceecee. ++ 988,687.75 | at the emallon cast. Get 
Surpiusito Policyholders......... ..6< s0is56 010s .as cea 1,488,687.75 { h | 
Total Assets....................  $2,895,278.64 closer to them. | 
Wm. H. Palmer, President E. B. Addison, Vice President | 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 
J.C. Watson, Treasurer J. M. Leake, General Agent 
ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, i922 
FIREMEN'S INSURANGE COMPANY 
OF NEWARK 2 
Cash Capital, . . . . $1,250,000.00 | 
Net Surplus, ... . $2,840,571 | 
Surplus to Policyholders, $4,090,571 || 
" BASTERN DEPARTMENT WSTERN DEPARTMENT | 
D. H. DUNHAM, Preside President NBAL BASSETT, V.P. and Mgr. 
AnH, HASSINGER el W. T. BASSETT, Ase’s Manager 
WARE, N. ry CHICAGO, ILL. | HEAD OFFICE: SAN FRANCISCO DEPARTMENTS: NEW YORK «+ BOSTON + CHICAGO: ATLANTA: LON ee | 
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| 
The Coal Shortage 


and Sprinkler Leakage Insurance 


SPECIALLY NOW, with the coal situation uncertain and 
cold weather existing, this protection can well be em. 
phasized to owners of sprinklered properties. 
You, as an American Eagle agent, will wisely plan an ag. 
gressive campaign to get more of this business and to improve 
the coverage of those who have it. 


You will have the benefit of our superior sprinkler leakage 
schedule service which has gained substantial results for many 
of our representatives. 


You should use our leaflet, ‘‘When Sprinklers Misbehave,” 
thoroughly American Eagle in its completeness, and prepared 
especially to help you close your sales. 


Our fieldmen are always ready when you require their advice. 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Eighty Maiden Lane, 
New York, N. Y. 


Henry Evans, 
Chairman of the Board 


James A. Swinnerton, Cash Capital: 
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R. B. Ives President 
(Continued from page 15) 


the prime of life enjoy some of the rewards 
of his business success. Last year he made a 
prolonged trip to Europe with his family and 
js planing to go on an extended vacation in the 
near future. He has been with the A‘tna over 
twenty-six years. The action by the A&tna. 
directors today was entirely unexpected, as Mr. 
Clarke, despite the fact that he has passed the 
four-score mark, is still a particularly active 
executive. 

He will act as chairman of the board of 
directors and retain his present office, and in the 
near future plans to make his annual trip to the 
Pacific coast. He has been in the insurance 
business since 1857. 

For more than a year Mr. Williams has made 
it known to associates that he had planned to 
retire and at the meeting of the board today he 
gave delinite notice of his intention. This was 
followed by a discussion by the directors, who 
were informed by Mr. Clark that he wished to 
relinquish his office as president. It was the 
unanimous opinion that it was sound policy to 
select a definite successor to Mr. Clark at this 
time and the election of Mr. Ives immediately 
followed. 

Ralph B. Ives has built up an enviable repu- 
tation in insurance circles in recent years. He 
is a native of Hartford and after various busi- 
ness undertakings entered the semploy of the 
Etna in 1905, becoming special agent, then as- 
sistant secretary. He assumed charge of the 
Chicago offices in 1915, was made vice-president 
in 1919 and is now made president. 





0. G. Hesselgren with Ohio Farmers 

The Ohio Farmers of LeRoy announces 
that from January 1 the Southwestern coun- 
ties of Ohio are to be supervised by Special 
Agent O. G. Hesselgren. This territory, in 
the Cincinnati region, is believed to be rich 
in undeveloped possibilities. 

Mr. Hesselgren has had much 
experience, starting his insurance work with 
the Iowa Rating Bureau. Later he became 
special agent with the Security Fire of Iowa 
in the home State, and for several years was 
with the New Brunswick and New Jersey 
companies in Ohio as special. Just prior to 
going with the Ohio Farmers he was con- 
nected with the United Firemens of Philadel- 
phia as special agent in Ohio and Michigan. 


valuable 
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NEW YORK SURVEYS 

Is It a Suggestion?—The recent appoint- 
ment of a committee on fur losses, with a sug- 
gestion that no loss be paid without conference 
with the committee, may possibly serve as a 
precedent for like action in other respects. 
Even to a casual observer it would appear to be 
evident that the loss question is a serious one, 
and one of the tools that should be laid hold of 
with full strength is to pay no loss until the 
actual legal time has expired. This does not 
mean to unduly delay for technical reasons, but 
to take advantage of the sixty-day rule just as 
far as it is possible to do so. 

The Insurance Institute of America.— 
The vacancy on the executive committee of the 
Institute, caused by the resignation of E. G. 
Richards, has been filled on the nomination of 
the Philadelphia Society by William Embery 
of the Insurance Company of North America. 
A meeting of the executive committee is 
scheduled for next week, at which much im- 
portant business will come up for considera- 
tion. The classes throughout the country are 
generally running very strong. 

One Watchman’s Experience.—In a 
sprinklered risk the watchman’s service was 
performed by an employee who also worked on 
the premises during the daytime. This made it 
necessary to develop a system which he did for 
recording his rounds while he was taking a 
nap during the night. The risk was sprinklered, 
and he was sleeping soundly when he was sud- 
denly aroused by the downpour of a sprinkler 
which had been opened by a fire. The shock 
sent him flying down the stairway and into the 
arms of a policeman who had arrived. The 
policeman promptly arrested him as a burglar 
and carried him off to the station-house. 
Naturally, the investigation developed this in- 
teresting tale, which would make an effective 
scenario for the motion picture houses. 

The Time Draws Near.—The time is evi- 
dently approaching, if it is not already here, 
when the companies who have not signed the 
agreement of the State Rating Organization 
will have to decide where their service is com- 
ing from. Actual membership is not necessary 
but subscription membership is, and up to the 


present they have not signified their desire for 
either form because of their difference of 
opinion with the Superintendent of Insurance 
in regard to the inclusion of the acquisition 
cost as well as the limitation of agents as a part 
of the rate. There is no provision for selling 
the rate service direct, and, as above mentioned, 
the time is approaching when a decision must 
be made as to how they propose to get service. 


BOSTON AND VICINITY 

Lectures on Analytic System.—‘‘The 
course of lectures to be given by the Library 
Association on the analytic system will be ele- 
mentary in nature,” announces C. C. Hewitt, 
who is to deliver the lectures. This announce- 
ment was made as a result of many inquiries 
received from those interested in the course. 

Publishes Institute Lecture.—‘Insurance 
Libraries in the United States,” an address by 
Daniel N. Handy of the Boston Library Asso- 
ciation before the Insurance Institute of 
America, has been printed by the last-named 
organization and is being given wide circula- 
tion. 


NEW JERSEY ITEMS 

Harlem Tube.—For nearly a year work on 
this gigantic project has been quietly pushed, 
both as to the interests of New Jersey and New 
York. The first official announcement—Novem- 
ber z8—indicated the construction of a twin 
tube through the Palisades, under the Hudson 
river, and entering New York city somewhere 
in the neighborhood of West 125th street. 

Phelps Manor.—The North Jersey Title 
Insurance Company of Hackensack has just 
completed a loan of several thousand dollars 
on several of the recently-built residences of 





the Phelps estate. 
C. C. Hine’s Sons Co. in Bankruptcy 
It is announced that assets of C. C. Hine’s 
Sons Co., New York, in bankruptcy, will be 
sold on January 12, by Charles Shongood, 
custodian. 





—George W. Scott of the Virginia Advisory and 
Inspection Bureau, died at his home in Richmond last 
Friday, after an illness of several weeks. 


KEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Preside:st 








THE SPECTATOR 








Thursday 





Continental Life Insurance Co. 


WILMINGTON, DELAWARE 
PHILIP BURNET, PRESIDENT 


FIFTEENTH ANNUAL STATEMENT 
DECEMBER 31, 1922 


Admitted Assets, - = = =$5,526,330 
145% of liabilities 


Liabilities, - - = - = = 3,822,799 


Only 69% of assets 


Excess of Assets, {S2P!i2 9327’G01 $1,703,531 


45% more than liabilities 


New Insurance, - - - - = 9,039,763 
A gain of 23% 


Insurance in Force, - - - = 40,020,467 


Net increase 13% 


STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 




















On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial “‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 











SECOND EDITION—JUST PUBLISHED 


HANDY 
INSURANCE CHART (1922) 


of 
BRITISH COMPANIES 


Transacting 


Fire, Marine, Personal Accident, Em- 
ployers’ Liability and Miscellaneous busi- 
ness. : 

Highty-one pages of valuable information, including 
figures of the last published accounts, and the three 
previous years. 

Useful to Bankers, Investors, Merchants, Shipowners, 
Insurance Brokers and Insured generally. 

Published by the Post Magazine, London. 


Can be ordered through THE SPECTATOR 
COMPANY. 


Price, delivered, $1.50 
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Liability, Burglary, Theft, Life and Fire Insurance Decisions 
By Harry B. Brapsury, of the New York Bar 








Liability 

Failure of company to settle under offer 
of compromise when recovery is subsequently 
had for an amount greatly in excess of the 
policy. 

In an action against the policyholder for 
negligence, the amount demanded was much in 
excess of the policy limit. Before the action 
was tried, the plaintiff in the negligence action 
made an offer to settle for $6500. The policy 
limit was $5000. The company, however, offered 
to pay $3500 toward a settlement, if the policy- 
holder would pay the remainder. This the pol- 
icvholder refused to do, but offered to pay $1500 
if the company would pay the full amount of 
its liability, $so00. This the company refused 
to do, and the action went to trial and resulted 
in a recovery much in excess of the policy 
limit. The policyholder then sued the company, 
in which the foregoing facts were alleged, and 
it was further stated in the complaint that it 
was reasonably probable that the injured per- 
son would recover more than the sum of $6500, 
which was sufficient to then compromise and 
settle the action, notwithstanding which the 
company refused to contribute the sum of $5000, 
and further alleged that the company was guilty 
of bad faith in refusing to pay the entire 
amount of its policy by way of settlement. The 
court held that there was nothing in the com- 
plaint which showed that the company had been 
guilty of bad faith. The court also held that 
the insurance company owed to the policyholder 
no duty to indulge in speculation upon the 
possible outcome of the case, if tried. The 
court also held that the company had a perfect 
right to refuse to make a settlement under the 
circumstances mentioned in the case, by paying 
the full amount of its possible liability, prior 
toa trial, and dismissed the complaint. Auerbach 
?. Maryland Casualty Co. of N. Y., New York 
Supreme Court, Kings County, December, 1922, 
Kapper, J—N. Y. Law Journal, December 30, 


1922. ——— 


Burglary 

Policy insuring property of relative per- 
manently residing with the assured does not 
cover loss of articles belonging to widow of 
assured stolen after his death. 

A policy of burglary insurance covered the 
loss of any property of the assured described in 
the schedule attached to the policy, occasioned 
by its felonious abstraction from the interior 
of the house, building, apartment or rooms 
actually occupied by the assured. It also pro- 
vided that the company should not be liable for 
any loss unless the property belonged to the 
assured or to any relative of the assured per- 
manently residing with the assured. Before the 
policy expired the assured died and his widow 
continued to occupy the same premises. Be- 
fore the expiration date of the policy property 
belonging to the widow of the assured was 
stolen from the premises formerly occupied by 


the assured. It was held that the loss was not 
covered by the policy as at the time of the loss 
the widow was not a “relative of the assured 
permanently residing with the assured.” It was 
further held that the felonious abstraction had 
not been made from a building “actually occu- 
pied by the assured.” The complaint was there- 
fore dismissed. Goldstock v. Fidelity & De- 
posit Co., 201 App. Div., 816; ——— Supp. 


Theft 


False teeth are not toilet articles, scientific 
apparatus or jewelry. 

Under a theft, pilferage and larceny policy, 
there was a provision insuring the policyholder 
against loss by theft of personal effects enu- 
merated in the policy, including in the list “toilet 
articles,” “scientific apparatus” and “jewelry.” 
The policyholder complained that while he was 
traveling in Europe he suffered a direct loss by 
larcency of a set of false teeth, of the value 
of $750. The company moved to dismiss the 
complaint on the ground that false teeth were 
neither toilet articles, scientific apparatus nor 
jewelry. In the lower court it was held that 
false teeth might be classed as any one of such 
articles. But the appellate court held that false 
teeth were neither “toilet articles,” “scientific 
aparatus” nor “jewelry,” and the complaint was 
Rubin v. Globe & Rutgers Fire 
— Misc. 


dismissed. 
Ins. Co. of the City of N. Y., 
- 196 N. Y. Supp. 657. 
Life 

Permanent disability in life policy; tuber- 
culosis from which insured recovered. 

A policy of life insurance provided that if 
the insured became permanently disabled, the 
company, upon receiving proof of the fact, 
would waive payment of the premium “during 
such disability” and that a certain sum should 
be paid to the insured monthly “during such 
disability.” The insured became ill from pul- 
monary tuberculosis and became incapacitated 
from working for about sixteen months, after 
which he was able to return to his occupation. 
It was held that the insured was entitled to 
recover the amount of premiums paid by him 
during his disability, together with the sum per 
month agreed upon for that time. Ginell v. 
Prudential Ins. Co., 119 Misc., 467; ——— 
Supp. ——— 








Fire 

Iron safe clause cannot be waived by 
agent; policy on barn and contents thereof. 

A policy “on stock consisting principally of 
general merchandise, hay, grain, feed, produce 
and supplies * * * all while contained in 
the frame, metal-roof buildings and additions 
thereto adjoining and communicating, occupied 
as a business barn,” contained the following 
clauses: ‘The following covenant and war- 
ranty is hereby made a part of this policy. I. 
The assured will take a complete itemized in- 
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ventory of stock on hand at least once in each 
calendar year and, unless such inventory has 
been taken within twelve calendar months 
prior to the date of this policy, one shall be 
taken in detail within thirty days of issuance 
of this policy, or this policy shall be null and 
void from such date, and upon demand of the 
assured the unearned premium from such date 
shall be returned. 2. The assured will keep a 
set of books which shall clearly and_ plainly 
present a complete record of business trans- 
acted, including all purchases, sales and ship- 
ments, both for cash and credit, from date of 
inventory, as provided for in first section of 
this clause, and during the continuance of this 
policy. 3. The assured will keep such books 
and inventory, and also the last preceding in- 
ventory, if such has been taken, securely locked 
in a fireproof safe at night, and at all times 
when the building mentioned in this policy is 
not actually open for business; or failing in 
this, the assured will keep such books and in- 
ventories in some place not exposed to a fire 
which would destroy the aforesaid building. In 
the event of failure to produce such set of 
books and inventories for the inspection of 
this company, this policy shall become null and 
void, and such failure shall constitute a per- 
petual bar to any recovery thereon.” After a 
fire, it was admitted that the insured did not 
have an iron safe and did not keep books show- 
ing the stock on hand. Evidence was adduced 
to the effect that when the insured applied for 
the insurance he told the agent he did not have 
a safe and did not keep such books as were 
described. This was partially denied by the 
agent. The court held that the policy was 
void and the provisions quoted above could not 
be waived by the agent writing the policy. 
Rhode Island Ins. Co. of Providence v. Phelps, 
—— Md. - 118 Atld. 749. 

Mortgagee; failure to make proof of loss; 
change of ownership by mortgagee purchas- 
ing property under foreclosure and retaining 
same pending redemption. 

Under a special mortgage clause in a fire 
policy, providing that the policy should not be 
invalidated by any act or neglect of the mort- 
gagor or owner of the property or by any fore- 
closure or other proceeding or notice of sale 
relating to the property, or by any change in the 
title or ownership of the property, provided that 
the mortgagee or beneficiary should notify the 
company of any change of ownership, it was 
held that the failure of the mortgagee to make 
proof of loss under the policy after a fire did 
not preclude the mortgagee from recovering on 
the policy. Tt was further held that where the 
mortgagee bid in the property under fore- 
closure and held it pending the expiration of 
the time to redeem that this was not such a 
change of ownership as required the mortgagee 
to give notice to the insurance company. Oregon 
Mortgage Co. v. Hartford Fire Ins, Co., 
Wash. ———; 210 Pac. 385. 
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YALE READINGS 
INSURANCE 


Edited by Prof. L. W. Zartman 
Revised by William H. Price 


IN TWO VOLUMES 


VOLUME I. PERSONAL INSURANCE 


Life Insurance Theory, life insurance history, net 
premiums, expenses, the reserve, surplus and divi- 
dends, life insurance contracts, regulation, assess- 
ment and fraternal insurance, burial insurance and 
working men’s insurance. Price bound in cloth, 
$3.50 per copy. 


VOLUME II. PROPERTY INSURANCE 


Marine Insurance, history of fire insurance, the 
theory of fire insurance, fire insurance organization, 
fire rating, fire insurance contracts, finances, and 
loss prevention. Price, bound in cloth $3.50 per 


copy. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


LIBERAL TREATMENT 


of Policyholders, exemplified in its his- 
tory of 


NON-FORFEITURE AND 
RETROACTION 


is a fixed principle with this 78 year old 


pure Life Insurance institution. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


of Newark, N. J. 




















THE ADJUSTER’S MANUAL 


C. H. HARBAUGH, M. D. 


Expert Examiner and Adjuster 


Entirely Rewritten, Illustrated and Greatly Enlarged. 
This new edition retains all the valuable features of 
this well-known book. Each page has been slightly 
enlarged and over one hundred pages of new matter 
added. Each article on diseases contains an additional 
paragraph under a new heading and forty-four entirely 
new articles on accidents and diseases have been added. 
In addition to these new articles, this new second edi- 
tion contains tables of the bones of the body, the muscles 
and their functions, and a glossary of medical terms— 
seventeen hundred medical words commonly used in the 
accident and health insurance business being explained. 
It contains a new index, so complete that anything can 
be found in the book without trouble. 
The new second edition of The Adjuster’s Manual will 
rove extremely valuable to all claim adjusters and is 
indispensable in any office settling accident and health 
claims. 


Price, in Flexible Leather Binding, $3.00 


A liberal discount will be allowed on orders of one hun- 
d red or more copies. 


Published by 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 














WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI 


Guaranteed low cost policies. As good as we can make them, 


Any one of the above is an absolutely first class opportunity. 
If your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 
sidered. 


Address S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 























THE 
Boston Mutual Life Insurance 
Company 


77 Kilby Street “7% Combany of the — BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms of up-to-date contracts issued. 
CORRESPONDENCE SOLICITED 
Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 








(lite Great Amenioanjuutaal * Recori-Break- 
- ing Year 





~ Comp CU is in prospect 

: for The Great 
American. The 
general busi- 
Sans ness depression 
i» Which has 
swept the coun- 
try has not af- 
fected Great 
American busi- 





MANSFIELD, OHIO 
Ohio’s Largest and Strongest ness. It was 


never better. 








Automobile Insurance Company 

















suc 
cer 


apy 


den 
the 
ant 
the 
Lez 
yea 
Sta 
the 


ursday 


! 


ty. 
ur 
n- 





ASS. 


vs of 
sued, 


their 


ct 
at 
1e 
@ 


l= 


.t 
a 








THE SPECTATOR 











January II, 1923 


—— 





Coverage for Professional Men 


[To the Editor of THE SPECTATOR] 

In your weekly review for December 21 there 
appears an article with reference to coverage 
for professional men who may be rendered un- 
able, by accident, to continue the practice of 
their profession. It is surprising to me that 
the insurance companies have not provided some 
forms of indemnity to take care of dentists, 
physicians, and surgeons. Quite recently the 
writer was asked by a surgeon what kind of a 
policy could be furnished to adequately in- 
demnify him in case he should lose one or 
both hands, or even a finger or fingers that 
would prevent him from operating. 

The ordinary health and accident policy does 
not by any means meet the requirements. In 
the case I have in mind the surgeon has an in- 
come reputed to be around $40,000 a year. Ii 
he should lose one of his hands, possibly if he 
should lose only one finger, on his right hand, 
he would be unable to do actual surgery, and 
the only possible work open in his line might 
be to act as a consultant. Such a man might 
even have a policy providing for total disability 
and still not be a full beneficiary, because the 
contention would be set up that he was not 
totally disabled, since he could perform other 
duties, or part of his duties, under his class- 
ification of a surgeon. 

We all read at times that various high-paid 
artists have various limbs insured for large 
amounts, which I presume covers against both 
accidents or disease, and usually a statement is 
made that such insurance is placed at Lloyd’s, 
and I have even seen it stated that insurance 
is written in certain American stock companies. 
However, I have been told from time to time by 
some of the jarge American casualty companies 
that they do not accept risks of this description, 
and come back by forwarding samples of the 
ordinary health and accident insurance in com- 
mon usage for the average professional man. 

I cannot see why this form of protection 
could not be sold profitably, as I have come in 
contact with at least a hundred professional 
men, including dentists, physicians and surgeons, 
not one of whom has been disabled by the loss 
of a limb, hand or finger. I have known a few 
instances in which temporary disability has 
heen caused by blood poisoning, and of course 
this is the great dread of all professional men 
in the class under discussion. 

I am writing this letter in the hope that there 
may be an answer to the question that heads 
your article. 

Cyrit B. GEARE. 

Cumberland, Md., December 28, 1922. 





[To the Editor of THE Spectator] 

In the event that you receive an answer to 
the article “What Company Writes These 
Risks,” appearing on pages 31 and 33 of the 
December 21, 1922, issue of The Spectator, we 
should like very much to be advised. 

We feel, as does the one who inquired, that 
such risks should be covered in the case of 
certain professional and other classes. We shall 
appreciate your advice in this matter. 

D. B. FARNswortTH, JR. 

Kansas City, Mo., December 27, 1922. 


Ogden Davidson Appointed Assistant 
Manager 

The New York office of the Standard Acci- 
dent Insurance Company of Detroit announces 
the appointment of Ogden Davidson as assist- 
ant manager of that branch to take charge of 
the underwriting in the metropolitan district. 
Leaving the New York Trust Company eleven 
years ago, Mr. Davidson joined the ranks of the 
Standard Accident and was rapidly promoted to 
the position of chief underwriter. 


JOHN R. BLAND IS DEAD 


Founder and President of U. S. F. & G. 
Was Forceful Leader 








HIS POWER IN SURETY BUSINESS 
WIDESPREAD 





Eminent Baltimore Citizen Was Influential 
Figure in Insurance Circles and in 
Civic Progress 

The offices of the United States Fidelity and 
Guaranty Company were closed last Monday 
and all business was suspended out of respect 
for the memory of its founder and president, 
John R. Bland, who died in Baltimore during 
the night of January 6. Mr. Bland had been 
failing in health for some time but had kept 
an active interest in the affairs of the company 
to whose foundation and advancement he de- 
voted his life. Despite a weakening constitu- 
tion, his leadership was definite until about 





Joun R. BLanp 


Late President of the United States Fidelity 
and Guaranty Company, Baltimore 


three weeks ago, when he was contined to lis 
bed at the order of attending physicians. On 
Tuesday of last week he fell into a state of 
coma, from which he never awakened, «nd from 
which death released him. Mr. Bland is sur- 
vived by his wife, a daughter, Mrs. W. W. 
Symington, a son, D. Howard Bland, who is 
vice-president of his father’s company, and 
six grandchildren. 

Besides being the head of the one of the 
largest American casualty and surety institu- 
tions, Mr. Bland was socially prominent in 
3altimore and his influence loomed largely in 
the municipal affairs of that city. Ever on the 
lookout to promote the welfare of education 
and commerce, he mingled with the business 
men of Baltimore both during and after com- 
mercial hours and expended his energy 
in efforts toward civic betterment. He was 
a member of six leading clubs, attended the con- 
gregation of Christ Church, Baltimore, was a 
vestryman of St. Timothy’s Church, Cantons- 
ville, and was personally interested in many 
organizations devoted to charity. 

Born in Bridgeton, Mo., on March 24, 1851, 
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Casualty, Surety, Etc. 








John Randolph Bland was a descendant of 
illustrious Virginia parents, who arranged for 
his education at Washington University. When 
his father died in 1867, he and his mother 
moved to Norfolk, Va., and in 1871 to Balti- 
more. where he entered the employ of the 
Baltimore Steam Packet Company as solicitor. 
From that position his rise was rapid and in 
six years he had become the Baltimore agent 
of the Seaboard Air Line. In 1880 he ac- 
cepted the post of secretary of the Merchants 
and Manufacturers Association, resigning this 
in 1896 to organize the United States Fidelity 
and Guaranty Company. 

Mr. Bland’s forceful, energetic personality 
carried the United States Fidelity and Guar- 
anty enterprise to the pinnacle of success and 
his example proved a stimulus to all with 
whom he came in contact. Untiring in his 
labors to serve his company and its policy- 
holders, he instilled absolute confidence into 
both and laid the foundation for a great com- 
pany. 

In its issue of February 2, 1922, THE 
SPECTATOR published a complete history of the 
United States Fidelity and Guaranty Company 
and set forth carefully compiled figures show- 
ing the gains which the company had made 
since its inception. These demonstrated that 
with premiums of $6762 and resources of $281,- 
421 in 1896 the United States Fidelity and 
Guaranty, under the able direction of Mr. 
Bland, enlarged its work rapidly and success- 
fully until, in 1921, the resources had mounted 
to $34,632,820, with premiums of $26,310,413. 
The death of Mr. Bland deprives the insur- 
ance industry of one of its most prominent 
members and of the services of a man whom 
his associates had learned to value. 


BROKERS ASK HIGHER COMMISSIONS 
Meetings with Company Executives Brings 
No Results 
A committee of brokers and another of com- 
pany executives met last Friday in the offices 
of Superintendent Francis R. Stoddard, Jr., 
to discuss the commission rates incorporated in 
the new casualty acquisition cost schedule. The 
meeting was of an executive nature and follow- 
ing a prolonged session the superintendent gave 
out a brief statement to the effect that no 
decisions were arrived at. The meeting ad- 

journed to a date not yet fixed. 

It is understood that the brokers stood out 
firmly for commissions much higher than at 
present scheduled. The company executives, on 
the other hand, were not inclined to want to 
make any changes. The company men feel that 
the present threat of State insurance makes 
every possible expense reduction imperative. 





Fidelity and Deposit Makes Changes 

Hugh L. Murrell, formerly in charge of 
the Memphis branch office of the Fidelity and 
Deposit Company of Baltimore, has been ap- 
pointed manager of the Washington, D. C., 
branch. J. L. Straughn, former Washington 
manager, was recently transferred to the New- 
ark branch to fill the vacancy left when Man- 
ager O. Atkin’s temporary assignment to the 
Havana branch was made permanent. 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 











Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- sen Union New Amsterdam 
mobile-Hartford Nati ‘ord Casualty Co. 
BriueAmer ate Philadelphia Under- Sndemnlig'( Company 


of America 


ees Automobile Insurance 
Fidelity-P Phenix’ 
Insurance BROKERS’ LINES SOLICITED 


Underwriters 











J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 

Insurance or consolidation of either Legal Reserve, Mutual 

Assessment or Fraternal Life Companies, Associations or 

Orders: 

Temporary money advanced on strictly private 
arrangements. 

All communcations held personal and confidential. 

Address J. L. MITCHELL, 604 Masorifé Temple, Chicago, Ill. 
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Help Wanted 














FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 

CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 








A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAs 





——| 











WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of Insurance 


43 Cedar Street, New York 





FREDERIC S. WITHINGTON, F. A. 1. A, 
CONSULTING ACTUARY 


402-404 Kraft Building 
Telephone Walnut 3761 


Des Moines, lowa 
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A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac, 


“Life Insurance Service” 
10 So. La Salle St. Chicago, Ill, 
“20 Years’ Experience Backs Our Service” 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 
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WANTED 


A small well establish- 
ed company would like 
to secure an assistant 
actuary. Please state 
age and experience. 


Address ‘‘Equitable”’ 
care THE SPECTATOR, 
New York, N. Y. 


W. H. GOULD 
ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 








JAMES H. WASHBURN, F.A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes, 
WORKMEN’S COMPENSATI ION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY :: NEW YORK CITY 








FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


AHume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, Iowa 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 








JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 








T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 




















Actuarial 





JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accewatasts 


THE BOURSE PHILADELPHIA 














MILES M. DAWSON & SON 
CONSULTING. 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


T. ©. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 





ABB LANDiS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. 





Independent Life Building 
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THE SPECTATOR 


Miscellaneous Insurance 
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Actuarial 
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SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


ATLANTA, GA. 








502 Forsyth Bldg. 
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L.A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 
29 South LaSalle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 
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txaminers and Adjusters 














Tel. Barclay 8534 
CASUALTY ADJUSTMENT BUREAU 
15 Park Row New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on past performances—Weshow 
results. Send for booklet of references. Liability, Com- 

nsation, Auto, Fire and Theft, Collision, Property 
amage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 














——$<—$_—_ 


Insurance Attorney 











Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











Rate of Increase of Insurance in Force 
(Continued from page 4) 

As a general rule, however, the condition of 
the United States financially, industrially and 
economically would be closely reflected in a 
graph of a ratio of increase of life insurance in 
fore. Thus we see that in the beginning of 
the twentieth century there were prosperous 
times, gradually deteriorating during the pan- 
icky years that followed. As business recovery 
was heing gradually effected, there was an up- 
ward trend in life insurance. There were poor 
years in life insurance in 1912 and in 1914, the 
latter the year of the outbreak of the World 
War, when industries were for a time pros- 
trated, 


prices and high wages, combined with condi- 


Following came the period of high 


tions which especially invited insurance pro- 
1919 
and 1920 wrote their greatest volume of busi- 


tection, and the insurance companies in 


In 1921, as industrial progress was re- 
written 


ness. 
tarded, the volume of life 
declined. 


insurance 


TO FORM BOARD OF SAFETY 


Dinner to Be Held in Hotel Astor January 
18 Has Organization Purpose 

Announcement was made yesterday that the 
city-wide conference, having for its object the 
formation of a Co-operative Board of Safety 
to afford greater protection to human life and 
property in New York City, called as a result 
of the suggestion put forth some weeks ago 
by A. J. Engelman of 119 Nassau street, and 
which evoked a considerable public respoyse, 
will be held at the Hotel Astor on Thursday 
evening, January 18, and will be preceded by a 
dinner. 

There have been invited to the conference, it 
was announced by Mr. Engelman, representa- 
tives of all the interests whom it is proposed to 
include upon the safety board, including city 
the heads of the larger life and fire 
insurance companies, the National and New 
York of Fire and Casualty Under- 
writers, officers of the principal civic and busi- 


officials, 
Boards 


ness men’s associations, influential private citi- 
zens and others who have been ative in steps 
to advance the safety of the pubiic in relation 
to fire hazards, traffic congestion, industrial ac- 
cidents and the protection of life and property 
generally. 


PRESIDENT OF FEDERATION 


Charles Bellinger Elected by Mail Vote 


Charles Bellinger, manager of the casualty 
department of W. L. Perrin & Son, of New 
York city, has been elected president of the 
Insurance Federation of America by a mail 
ballot. Mr. Bellinger succeeds W. G. Wilson 
of Cleveland, who was elected at the annual 
meeting in December but who was unable to 
serve. 
3adgerow, vice-president of the 
Chicago; 


Harne G. .] 

Continental Casualty Company of 
J. B. Levison, president of the Firemens Fund 
Insurance Company of San Francisco, and 
Spencer Welton, vice-president of the Fidelity 
and Deposit Company, were elected from the 
trustees to become vice-presidents, at the same 
time W. G. Wilson was elected a trustee. 

On account of the extra heavy work devolv- 
ing on the Federation secretaries this winter 
the staff has been increased by the appointment 
of J. A. 


the Insurance Field, as field secretary in the 


Crawford, formerly 


Detroit office. 
New Amsterdam Increasing Capital 
By the issue of 25,000 shares of new stock at 
$36 per share, the New Amsterdam Casualty 
Company of New York is planning to increase 
its capital to $1,750,000. The quarterly divi- 
dend rate has just been increased to 5% per 


cent: 
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INSURANCE EXCHANGE MEETING 


Will Hold Anniversary Dinner in March 


Boston, Mass., January 8—The outstand- 
ing feature of the annual meeting of the New 
England Insurance Exchange, held Saturday, 
was that part of the executive committee’s 
report which outlined plans for a new insur- 
ance building to house the exchange, the 
Library association, and allied organizations. 

Election of officers resulted in the choice 
of George H. Allen as first vice-president in 
place of A. J. Week; J. F. Gough as chair- 
man of the executive committee, to succeed 
M. G. Wight, and W. A. Ellis and H. R. 
Worthley as members of the executive com- 
mittee, in place of A. F. Howard and J. E. 
Snell. All the officers are elected for two 
years, 

A committee was appointed to arrange for 
an anniversary dinner at the Copley Plaza, 
March 9, as this is the fortieth year of the 
organization’s existence. 

The plans for the new building are not yet 
fully developed and it has been found neces- 
sary to renew the lease of the present quar- 
ters for at least another year. 


Fidelity and Deposit Opens Pittsburgh 
Branch 

The Fidelity and Deposit Company of 
Baltimore has opened a new branch office in 
Pittsburgh, Pa, in charge of James E. 
Harlan. Mr. Harlan is well knowr in Penn- 
sylvania insurance circles, having served for 
the last seven years as special agent for the 
Fidelity and Deposit general agent in Pitts- 
burgh. 
The 


will not 


Pittsburgh branch 
conflict in any way with those of 
Mr. Shriver, who will continue to represent the 
lidelity and Deposit as general agent for 
Pittsburgh and Allegheny county. 


operations of the 


Miss Esther Bennett, agent of the Equitable 
Life Assurance Company of the United States 
and connected with the Sheppard Homans gen- 
eral agency of the company, recently graduated 
from the first class in life insurance salesman- 
ship at New York University and has already 
delivered a $25,000 policy. Miss Bennett made 
well over $100,000 her first year although ac- 
tively engaged in soliciting for only about six 
months of that time. 


President George Kuhns of the Bankers Life 
Company will deliver a message to the United 
States by radio from the broadcasting station 
at Havana, Cuba, at 10:00 P. M., Chicago time, 


_on the night of Saturday, January 13. Arrange- 


ments for this radio message from Havana by 
the president of the Bankers Life Company 
were the direct result of an exceptionally fine 
concert which was sent out by the Havana 
station several weeks ago. Mr. Kuhns, who 
has one of the finest radio receiving outfits in 
Des Moines, picked up Havana on the night of 
that concert and was so much pleased that the 
next day he wrote the Havana station and ex- 
pressed appreciation of the program which he 
had heard the night before. He stated that he 
expected to be in Havana in January and as 
a result received an invitation to deliver the 
message which will be sent out by wireless from 
Havana on the night of January 13. 
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INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 








a 
National Life Insurance Company 
of the Southwest 


The Company to represent in New Mexico 
and Arizona ‘‘More Days of Sunshine” 


For attractive agency proposition write 


WwW. C. KEIM 


Agency Director ALBUQUERQUE, NEW MEXICco 














ACACIA MUTUAL LIFE ASSOCIATION 
THIS DID NOT HAPPEN BY CHANCE 


New Insurance Issued in 1921............ $42,448,000.00 
Gain in Insurance in Force............... 30,124,750.00 
Insurance in Force December 31, 1921.... 101,222,295.00 
I EO AS Cr nie tren wi wee teh as 4,613,494.57 
SRPOMASE IMABSCES... 5.6... scccesccsnuccs 1,518,954.00 
Increase in Reserve.....................-. 1,282,156.00 
Increase in Surplus....... 225,575.00 


UNEXCELLED LIFE INSURANCE PROTECTION— 











| 








—, 


1857 1923 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 


and easy to sell. 








Peer ed Vibe SAP Prine ok eats IED 
FIELD FORCE ST. LOUIS MUTUAL LIFE INSURANCE CO. 
WILLIAM MONTGOMERY Homer Building ST. LOUIS, MO. - 
President Washington, D. C, 
RESTRICTIONLESS!! AGENCY MANAGER WANTED ‘ 


The Farmers National Life is getting from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS 
AS TO RESIDENCE, TRAVEL, OCCUPATION, OR MILI- 
TARY AND NAVAL SERVICE. Thelnew Child’s Policy of 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L. 
writes the accidental death benefit and income total disability. 
Best territory open in Ohio, Indiana, Illinois, Missouri and 
Iowa. 

FARMERS NATIONAL LIFE INS. CO.§ 


F. N. L. Building 3401 Michigan Ave. Chicago, Illinois 


I 











HOME FRIENDLY INSURANCE CO. 
OF MARYLAND] 
has grown so in popularity until it isynow generally conceded to be 
“one of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 
Write for Financial Statement 





HOME OFFICE: 1026 Linden Ave., BALTIMORE, MD. 











NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOTSO BIG to lose sight of 





a individual Agents, and big 
nsurance Com an py =! to et its Agency 
an olicyholders satisfac- 

Pp VA torily. SOME GOOD terri- 


tory in IOWA and SOUTH 
DAKOTA open for Agents. 


DES MOINES, IOWA JAS. H. JAMISON, Pres’t 








A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract wil be given the right 1:.an. 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 














FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 
Charter Perpetual > 


CATER sc. ain bescececcs sansa re Sewiew pee $1,000,000 
NONE who ef cesha  RAA Tao Te ORAS ASO 16,189,923 
Reserve and other Liabilities........... 11,318,327 
Net Surplus. : «<<... cs ccs vessseecscecs. aCe 
Surplus to Policy Holders. ...........++ 4,871,596 


E. C. IRVIN, President. , 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasurer. 
R. N. KELLY, JR., Assistant Secretary. 


(ee LIFE INSURANCE COMPANY 








BALTIMORE, MD. 
WILLIAM O. MACGILL, Prgsipenr. 


Agents desiring to conncct themselves with a solid and progressive, yet conservative 
Life Insurance Company, -an address S. D. Powell, Secretary, giving references. 
Industrial and Ordinary Life Insurance policies issued upon all attractive forms 


of policies. 











Kansas’ Greatest Life Insurance 
Company 


Announces a wonderful new line of Policies with what it be- 
lieves the most complete and remarkable rate manual ever 
offered the Insurance Solicitor. 


The Farmers & Bankers Life Insurance Co. 


Home Offices Wichita, Kansas 








Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 


Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y- 
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January 
ky F. H. KORTRIGHT 
>) 1r YQAIMC + GES 1 a 
A POTENT AID TO AGENTS IN SELLING 
‘ N Tr 4 a, > ‘ 
LIFE INSURANCE 
_ X ; >) S fF if a am Y a) ~ | 5 
COLORED GRAPHS THAT ENABLE THE AGENT 
TO 
X r Ff x x ala alee) r TRY Y 
FIX THE PROSPECT’S ATTENTION 
1<Qp we x mmo RpAWeT 
INSPIRE HIS INTEREST and 
VON | T a 1 ID . r Y 
SECURE HIS APPLICATION 
Each Chart Is Accompanied by Explanatory Text 
1—The Object and Purpose of Graphic Selling Charts 
2—The Psychology of Selling by Cherts 
3—Eight Practical Canvasses with Charts 
t—-How to Study and Demonstrate Charts. 
GRAPHICAL DIAGRAMS GRAPHICAL DIAGRAMS 
SERIES A—GENERAL FACTS SERIES B—POLICIES 
: - — _ ig 1—Participating 20 Year Endowment 
2—Figure It Out Yourself . oe 2—Participating 20 Payment Life 
3—Amount of Insurance $100 per Annum will Buy on Various Plans, Participating Clin Life 
¥ +—We All Must Die (Expectancy, etc.) ' Cialis Meanie teecun 
5—Increasing Cost of Insurance Premiums at Different Ages , ; 
6—Percentage of Deaths from Most Common Diseases 
7—Can You Afford More Insurance? 
8—Capitalized Value of Various Annual Incomes SERIES C—-CLAUSES AND OPTIONS 
9—How Much Insurance Should a Man Carry? Pita cad mata = 
10—A Comparison—Fire and Life Insurance 1—A Comparison—Ordinary, 20 Pay. and 20 Year End. 
11—If You Should Die 2—Premiums, Cash Sur., Paid-Up Insurance 
12—The Value of the Loan Feature 3—Settlement Privilege No. 1 
13—Growth and Strength of Old Line Companies 4—Settlement Privilege No. 2 
14—Of 100 Men, Those Incapable of Self-Support at Various Ages 5—Disability Clause—20 Pay. Participating 
15—A Few Startling Facts—You? Your Widow? 6—Extended Ins. Clause—Participating 20 Year Endowment 
16—The Varying Fortunes of 100 Average Men 7—Extended Ins. Clause—Participating 20 Payment Life 
CHARTS ARE PRINTED IN SIX COLORS AND BOUND IN FLEXIBLE LOOSE LEAF BINDER 
> ‘L ¢ 
PRICE $10 
Send for illustrated circular Discount for quantity orders 
x a, ‘Dil hr ‘ N / N 7 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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WILLIAM ALEXANDER’S 
EDUCATIONAL SERIES 


ON LIFE INSURANCE 


What'Life Insurance Is and What It Does 
A preliminary text book, or primer, deal- 
ing with the fundamental principles on 
which all sound life insurance rests. 
Price $1.50 
How To Sell Insurance 
The chief aim of this book, as the title in- 
dicates, is to teach the inexperienced agent 
how to do his work, and build up a re- 
munerative business. While it is intend- 
ed primarily for the new agent, it embodies 
a great deal of instruction that ought to be 
of value to the agent of experience. It 
will also be useful to those who are en- 
gaged in the work of training inexperi- 
enced agents. Price $2.00 


The Prosperous Agent 
This little book is for the guidance of ex- 
perienced and inexperienced agents alike. 
It gives a catalogue of the characteristics 
—the mental equipment —of the success- 
ful business man, and tells how these 
qualifications can be utilized to the great- 
est advantage by the insurance salesman. 
The instrument with which the agent does 
his work is his own mind. The material 
on which he uses this delicate instrument 
is the mind of another person. It is all 
important, therefore, that he should know 
exactly how to utilize his mental equip- 
ment. Price, paper cover $1.00 
Red cloth $1.50 
The Art of Insurance Salesmanship 


This volume takes up the instruction of 
the agent where the second volume of this 
series stops. It contains more advanced 
instruction, and one of its aims is to stimu- 
late the thought, fire the imagination, 
broaden the vision, and thus increase the 
efficiency of experienced agents. Price $2.00 
One Hundred Ways of Canvassing. 
(IN PRESS) 

This concluding volume describes many 
ways of soliciting life insurance and in- 
cludes a number of canvassing plans con- 
tributed by experienced field men, with 
the author’s comments on these plans. 
(Now in preparation.) 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


INTERSTATE CASUALTY C0. 


caeneiceiin a: ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 


HOousTON 


CHICAGO SAN FRANCISCO 
830 Insurance Exchange Alaska Commercial Chronicle Building 
Building Building 


SALT Lake City ALBUQUERQUE 
1015 Boston Building 112 South Third Street 


LOUISVILLE 
Gaunt & Harris 
Speed Building 











November Record the Greatest in the 
History of the Detroit Life 


New Business Written-$2,00 1,000.00 
Total New Business, Eleven Months of 1922— 


$15,000,000 


The Detroit Life Insurance Company has consistently broken records 
in life insurance production in the State of Michigan. 

The November record of $2,000,000 is simply another evidence of the 
substantial progress of this great Michigan company. 

Two million dollars written in November compares with a record of 
$904,000 written in November, 1921, an increase of 121 per cent. 

The record of $15,000,000 of new insurance written during the first eleven 
months of this year compares with $9,972,000 written in the corresponding 
period of last year. 

This is an increase of $5,028,000 or more than 50 per cent. 

Exceptional opportunities throughout Michigan for high-class men and 
women to engage in life insurance salesmé inship— 1 remunerative and pleas- 


Home Office co- operé ition guarantees success. Begin 


ant occupation. 
For details 
. 


now and grow with this rapidly growing Michigan company. 
call at or write 


Detroit Life Insurance Company 


M. E. O’BRIEN, President 
Home Office, Woodward at Forest 














Organized 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 
OLDEST LARGEST STRONGEST 


Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, and Industrial Policies from 
$12.50 to $1,000.00 


Condition on December 31, 1921 
$28,308,449.13 
25,109, 146.04 
3,199,303.09 


| re ee ee 
Capital and Surplus. ........ 26.0 
Insurance in Force............... 214,188,461 00 
Payments to Policyholders........ 1,897,435.45  » 
Total Payments to Policyholders since 
eee $27,720,705.42 











JOHN G. WALKER, President 
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Just the Book you have been Waiting for 





A New EpvucaTIoNAL TREATISE FOR 
Fire INsuRANCE STUDENTS 


Building Construction 
As Applied to 


FIRE INSURANCE 


Embracing Lectures by 
CHARLES C. DOMINGE 
Before Classes of the 
Insurance Institute of America 
also 
INSPECTING FOR FIRE INSURANCE PURPOSES 
Including Valuable Suggestions by 
WALTER O. LINCOLN 


Messrs. Dominge and Lincoln are authors of the standard publication 
Fire Insurance Inspection and Underwriting, and are members of the Na- 
tional Fire Protection Association. 

Prices: 


Vite WR COND eo cin re as oe cece ora oN $1.00 
BR UCN te CON NAGINNN Oooo ooo eg) ooo sc eleres eleracecene $1.50 


Liberal Discounts in wholesale quantities 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 

















C. E, Clarke, President J. R. Anthony, Jr., Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fla. 
Accident and Health Insurance 


Commercial and Industrial 
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; from 
from 
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705.42 








PAN-AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
CRAWFORD H. ELLIS, President 





Net Admitted Assets, December 31, 
nk seit Boe ee ane $10,007,098.20 


New Insurance Paid for 1921...... 20,444,282.00 
Paid for Insurance in Force Decem= 
2 eee eee 87,648,741.00 








The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. Wewish toestablish ten new 
general agencies. If you are interested write to us. 


Address: E. G. SIMMONS, Vice-President and 
General Manager, New Orleans, U. S. A. 
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The Republic ° 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 











( QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 
35th ANNIVERSARY 


gives all the usual coverage demanded by live salesmen (and buyers) and, 
in addition. has a new liberal and strong selling inducement in its provision of 


DOUBLE DEATH BENEFIT for accidents occurring while riding in 
PRIVATE or PUBLIC AUTOMOBILES 


20 per cent. of all accidents reported are Auto Accidents 


and no class of risk is more exposed to this hazard, through constant use, 
than the Preferred risk. They will want this policy. 


THE PREFERRED ACCIDENT INSURANCE Co.” 
KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 











The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 





E. M. Ammons, President B. M. Stackhouse, Sec’y. 





GREGG RB iit a 5 ho he enivewenes os $2,800,000. 00 
SURPLUS TO POLICY HOLDERS.. 350,000.00 
INSURANCE IN FORCE........... 15,250,000. 00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 








Live Men Wanted 


Y the largest life insurance company in the Middle West 
writing both Industrial and Ordinary. : 


Only four other life insurance companies in the United States 
have more policyholders than the Western and Southern. 
Now in its 35th year, it is entering a new era of growth and 
offers excellent opportunities at this time to insurance men, 
especially those with Industrial insurance experience. 


The Western and Southern Life Insurance Co. 
CINCINNATI, OHIO 





ETI amen 








CHICAGO 





FIDELITY GUARANTEE 
By F. D. McMillan 


An English work describing the conduct of the busi- 
ness of fidelity insurance, comprising parts devoted to 
COMMERCIAL GUARANTEES; 
GOVERNMENT AND HIGH COURT BONDS; 

C. I. I. EXAMINATION PAPERS. 


Contains 242 pages, in buckram binding. 
PRICE, $6.00 


THE SPECTATOR COMPANY 


Sole Selling Agents 
NEW YORK 











THE SPECTATOR 











THIRD EDITION 


LIFE INSURANCE 


AND 


HOW TO WRITE IT 


BY J. M. LANGSTAFF 


A Comprehensive Work Treating of 
CHARACTERISTICS OF THE SUCCESSFUL AGENT 
SOME GOOD RULES TO FOLLOW IN CONDUCTING 

A CAMPAIGN 
HINTS FOR OBTAINING PROSPECTS 
UNUSUAL METHODS OF OBTAINING APPLICATIONS 
GENERAL OBSERVATIONS ON AGENTS’ WORK 
SOME SPECIAL CLASSES OF PROSPECTS 
ARGUMENTS FOR INSURANCE 
ARGUMENTS FOR INSURING WITHOUT DELAY 
OBJECTIONS TO INSURANCE 
LAPSES ASSESSMENT INSURANCE 
PLANS OF INSURANCE 


This book, of over 260 pages, now in its third edition, 
goes most exhaustively into the whole subject of life 
insurance soliciting, and meets the requirements of 
experienced solicitors as well as beginners. Stock 
objections are treated in a satisfactory manner, and 
the arguments of successful solicitors are detailed. 


PRICES: 
In Flexible Binding, $2.50 In Paper Binding, $1.75 


THE SPECTATOR COMPANY 


Sole Selling Agents For the United States 
CHICAGO NEW YORK 


























A Good Book 
for Life Men-- 


“Life Insurance and How to Sell It 
Price, $1.00, Postpaid 


99 





ABSORBING AND INTERESTING, 

containing life insurance salesmanship 
—methods, plans, and suggestions from the 
must successful salesmen. You will find this 
compilation of experience of star producers a 
constructive help in selling more life in- 
surance. 





THE INSURANCE FIELD COMPANY 
Incorporated 
P. O. Box 617, Louisville, Ky. 
Find enclosed check for $ 
address one copy of Life Insurance 


for which send to my 
and How to Sell It. 

















HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 62nd Annual Report Shows: 
Premiums received during the year 1921 $6,990,547 
Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, Etc 
Amount Added to the Insurance Reserve Funds 
Net Interest Income from Investment 
($642,638 in excess of the amount required to maintain the 
reserve) 
Actual mortality experience 53.44% of the amount expected. . 
Insurance in Force $223,116,887 
Admitted Assets... 43,222,328 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
50 BROADWAY NEW YORK 











TO SUCCESSFUL LIFE INSURANCE MEN 


The G.eat-West Life has room in various territories for industrious agents—men of zeal and hard- 

ing ability who can produce results. To such the Company offers most inviting propositions, hack 
licies and service, which, year after year for many years, have built up the largest volume of ‘ 

snada written by any Canadian C ‘ompany. The business in force of the Great-West Life” 


s in Cz 
since commencement—from $862,200 in 1892 to well 


SS 1 
has been consistently doubled every five year 


$312,800,000 in October 1922, m 
Address ull applications to ~~ Great-West Life, Offices at Detroit, Mich., Minneapolis, Minn, ‘ang: 
¥ 


Hatcher Bros., Fargo, N. D., 
THE GREAT-WEST _ > canes COMPANY 


WINNIPEG CANAD. 

EXCELLENT OPPORTUNITY | 
tor Reliable, Energetic men to represent us in the states 
IHlinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO ; 
Clarence J. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION 7 
OF THE MACCABEES : 








Largest Fraternal Benefit Society of Women in the _ 


A ‘Millionaire’? Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 250,000 

The Reserve Fund is over $15,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 


Cares for its Needy Sick 
Its Reviews are Social and Welfare Centers 
Write for information to 
Miss Bina M. West Miss Frances D. Partridge 
Supreme Record Keeper 


Supreme Commander 
Port Huron, Michigan 


Port Huron, Michigan 





-GRAND RAPIDS, 
MICH. 


| ELS 
LICY LAB FOR FOLDER 
’ SHOWING ELABORATE DISPLAY 


MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 7 


THE COMPANY. 
and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 4 
and conspicuous success. 4 
THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, ; 
COLORADO, TEXAS. The best territory | 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretary 
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